Volume CXXV H i 
Volume OXX Single Copies 25 Cents 
9 Four Dollars Yearly 





Features This Week 
tig ] 
q A Business Barometer 


In a Symposium of Opinion Calvin Coolidge Analyzes 
Relationship of Life Insurance to General Business 
Conditions—See Address by Wm. J. Graham. 


q “He Would a Joiner Be” 


Kenilworth H. Mathus Asks “Is It Worth While from 
a Business Standpoint?”—and Tells How Club Mem- 


bership Can Be Made to Pay. 
@ Survey of Coast Conditions 
Despite Production Slump Fire Insurance Is Ex- 


pected to Show Underwriting and Trade Profits in the 
Pacific Coast Sector. 


@ Unemployment Insurance 
Joseph C. H. Flynn, Deputy Attorney General of 


New York, Discusses Some Recently Proposed Legis- 
lation. 
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MARRIED ~ ss 5 ~ 
Congenial Home Life 


An Advertisement of 
The Hooper-Holmes Bureau, Inc., 
New York 


What a great significance there is in just those 
few words. When an Inspector is able to put that 
statement in his report, he might almost leave the 
rest unsaid. Other things being equal, the financial 
condition being sound, there really isn’t much more 
to say. The man who is happily married and loves 
his home automatically becomes a good insurance 
risk from the standpoint of character. 


The underwriter might well consider an 
Inspection Report valuable if it established 
only that one fact. For the very nominal 
cost of a report, he would be getting value 
received. Without any consideration of in- Noor 
come, health, habits, reputation, or hazards 


“tur 


peculiar to the class of insurance being under- 
written, a report which draws a clear picture of the 
domestic environment is a worth-while document. 
Obviously, the man who is scheming to give his 
children the biggest and best Christmas ever is 
basically sound and hasn’t much time to spend in 
tricking his insurance carriers. An Inspection Re- 
port will tell you whether or not the risk you are 
considering is of this type. 


The nationwide facilities of the Hooper- 
Holmes Bureau are devoted to the com- 
piling of Moral Hazard Inspection Reports 


HH for insurance underwriting, credit, com- 


mercial and employment purposes and 
Claim Reports. 


Established 1899 
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FORWARD MARCHLORE— 





q American business has been in a lethargy. Every industry 
has been looking for the proper serum to administer an ef- 


fective hypodermic. 


q The slogan “1931, America Forward March” struck the 
entire organization of The Spectator as the exact type of 
psychology to produce the optimistic activity necessary to 


restore prosperity to our country. 


q With appropriate design, therefore, The Spectator is pass- 
ing along to its subscribers this slogan with the sincere wish 


that its graphical presentation will serve as an initial motive 


power to this movement. 
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“1931 America Forward March” 


America, business-wise, stands at 
ease. Its will to do lies dormant. 
There has been an era of economic 
disturbance with indecision and 
loss of confidence taking its toll 
by sapping energy and activity. 
The onward career of insurance 
and industry and commerce awaits 
impetus and leadership. With 
them, business united will resume 
its march. THE SPECTATOR has ana- 
lyzed present economic conditions 
and finds that basically the time is 
opportune for concerted forward action. Beneath 
the strata of uncertain shale is a sound bed rock 
upon which, from previous periods of depression, 
structures of prosperity have been built. Money 
is plentiful, dividends declared to date this year ex- 
ceed those declared in a similar period in 1929, 
markets are available and inventory stocks are low. 
Definite action and a will to do alone is lacking. 
The business of insurance needs but the order 
to stand at attention and plan for the further 
order, “1931 America Forward March.” The 
martial note in the slogan “1931 America Forward 
March,” caught our imagination and so enthused 
our organization that we felt it might possibly prove 
a kindling spark in the imagination of insurance 
America and the public in general. Since America 
quite naturally finds personification in the person 
of Uncle Sam, this appealing motif developed into 
an illustration of the resolute gentleman just di- 
vested of his coat striding forward and at the 
same time vigorously rolling up his sleeve in an- 
ticipation of the job ahead. If the insurance man, 
be he executive or agent in the fire, life or casualty 
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field, catches the same fervor and resolve to do, 
sales activities must be rewarded. 

The knowledge that the first step forward will 
be coincident with the corresponding step of mil- 
lions in every industry alert and resolute will 
bring a measure of achievement impossible with- 
out it. Asin every industry, insurance looks to its 
press for leadership and direction. As a contribu- 
tion to this forward movement, THE SPECTATOR in 
common with the other publications of the United 
Business Publishers in other industries, is announc- 
ing a concerted editorial program for the year, to 
be inaugurated in January and designed to give 
impetus to a movement toward prosperity. 

Weekly in each issue of January there will be 
special articles giving a preview to confronting 
conditions and perplexing problems. These will be 
accompanied by well thought out methods of solu- 
tion by experts of national repute. By charting 
the course ahead, we hope to stimulate insurance 
to coordinated action in the interest of progress. 

We are including in our program a definite sales 
plan by which insurance men may concentrate 
their sales efforts month by month. By the crea- 
tion of new markets, through the direction of at- 
tention to the possibilities in lines now lethargic 
and with sound thought to major lines, we hope to 
give practical assistance to the sales program of 
every agent. Throughout December we will pre- 
sent weekly details of our plans. 

Elsewhere in this issue we are presenting a 
supplement to THE SPECTATOR, graphically por- 
traying the thought covered in the foregoing para- 
graphs which, we trust, will materially assist in 
the promotion of this movement. 

—Thomas J. V. Cullen 


— THE —— 


ASULIVE THIRDPARTY SMOKES 








F it were not so well established 
I that life insurance men are never 
blessed with leisure time, I would sug- 
gest that a splendid way to dispose 
of a few hours might be found in 
emulating my own recent experience 
when I became lost in a perusal of 
convention records dating back twenty, 
thirty and even forty years ago. A 
remarkable lot of interesting material 
is contained in these old volumes. 

* * * 

N addition to the keen, human in- 

terest with which all ancient writ- 
ing is crammed—especially when it 
deals with a subject that is familiar 
or with people whom we know—these 
particular compilations abound with 
data and actual sales advice which 
may be applied just as effectively in 
this present year of grace as on the 
date of original issue. 

* * * 
ONSTANTLY, in poring over 
old, forgotten addresses, I found 

myself marveling at the “modernity” 
of convention addresses delivered be- 
fore the Spanish-American War. Some 
of them could be read verbatim at the 
Pittsburgh convention of the National 
Association next September and be 
certain of hearty applause. This 
should not be interpreted as indicat- 
ing a lack of progress in any depart- 
ment of the business. It simply means 
that the essentials of life insurance 
have not materially changed with the 
passing of years and that they will 
never change. Also that brains are 
not an exclusive development of our 
own times. In looking back over the 
years there is a little danger that we 
might sometimes compare the old 
timers with the horseless carriage 
with ourselves, naturally, personifying 
the 1931 model straight eight. 


* * * 


NCIDENTALLY, in a 1906 record 
I of the American Life Convention 
I found a pioneer of that organization 
telling that fish story. The one in 
which Pat asked for all manner of 
impossible sea food and ended up with 
his conscience clear in spite of the 
order of steak and onions he had just 
been forced to accept on a Friday. 
In the same issue was a diverting ac- 
count of a friendly small town medical 
examiner who passed a prospect who 
was under indictment for murder. He 
answered the home office protest by 
saying the man would certainly escape 
the gallows, and anyway he needed the 
insurance because the man he killed 
belonged to a very dangerous gang. 


ECENTLY I was talking with an 
R insurance man. An aged insur- 
ance man some might call him, for he 
has been in business about a quarter 
of a century. I mentioned a scheme I 
recently had heard advocated by a 
much younger man in the casualty 
field. He knew the young man and 
did not feel enthusiastic concerning 
the scheme. He said, “A youth’s will 
is the wind’s_ will.” Anxious to 
show my own cultural background, I 


completed the quotation, “And the 
thoughts of youth are long, long 
thoughts.” 


— 


rare ERHAPS they are,” he _ re- 

P ited. “Anyhow, Shakespeare 
usually knew what he was talking 
about.” “Shakespeare never said that,” 
I said. “Perhaps he didn’t,” said my 
friend, “but if he did not, who did?” 
I said that I thought Thomas Hood or 
John Greenleaf Whittier said it. He 
doubted it, and so I told him I would 
find out. 


* * * 


O, when I returned: to the office, I 
S secured Bartlett’s famous and 
well-worn volume, but, to my surprise, 
I found it quite dumb on the boy’s will 
and long, long thoughts. But that was 
only a temporary discouragement. I 
felt certain that the majority of my in- 
telligent co-workers could tell me at 
once. I first asked the editor of the 
column on my right. He certainly is 
young enough to be an authority on 
that subject and, I believe, he majored 
in English when in college. But he 
only paused long enough in his perusal 
of a flattering letter about a recent 
column he had written to say curtly 
that he did not know. Then I asked 
an even younger member of the staff 
who sometimes writes poetry himself 
He did not know. 

ae 
FTER that I asked everyone in- 
discriminately. One young lady 
said she was sure an American poet 
wrote it and advised me to read Words- 
worth to see if it were not in the “Ode 
to Immortality.” It was not even in 
“The Idiot Boy.” Another was sure 
Longfellow wrote it. “It’s probably a 
cryptogram,” she said. Three of the 
advertising experts had never heard it, 
so I gave up in that department. One 
member of the statistical staff could 
only tell me that a number of life com- 
panies insured infants. 
* * * 
ERHAPS some constant reader 
_ will let me know if I have lost the 
dollar I bet that Whittier wrote it. 





IF you want to make a lifelong 
I enemy of your dearest friend, tell 
him he has no sense of humor. It is 
the unpardonable sin, for rfo matter 
how dull, phlegmatic or lugubrious 
our natures may actually be, every 
man jack of us holds tenaciously to 
the conviction that we are of the 
eclectic few who were born with an 
appreciation of the subtler forms of 
amusement. So positive of this are 
we, in fact, that most of us stand 
ready to favor the man who doubts 
it with a good, swift punch on the 
nose. 

* * * 

O a superficial observer of the 

business scene, it would appear 
that a jolly bearing and a broad grin 
are indispensable attributes to suc- 
cess. All banquets, conventions and 
self-improvement congresses are offi- 
cially opened with an exhortation to 
sing, “There are smiles that make you 
happy . .’—the program through- 
out is kept up to a fierce pitch of 
gaiety, and so intently is our gaze 
fastened on the brighter side of things 
that it is a wonder some of us are 
not carried out in a swoon of happi- 


ness. te. ~s: 


UT what do we really think of 
B the worth of the man who can 
smile when everything goes dead 
wrong? We say he’s a great guy and 
then turn around and look for some 
one whose countenance fits the solem- 
nity of the occasion. Examples of this 
attitude are legion. Not so long ago 
a brilliant worker in the ranks of a 
certain organization was available for 
a high office in the body. He was the 
type of man who covers a capacity 
for hard work and deep thinking with 
a cloak of casual manner and a readi- 
ness at repartee. Did they pick him? 


Not at all. You see, he was such a 
perfectly swell fellow—too utterly 
charming to be head man. 


* * * 


AME me a genuine smiler, except- 
Pics Taft, who held the Presidency 
of the United States; and do you 
suppose his genial manner was an as- 
set to him politically? And Al Smith. 
Throngs cheered him because he had 
such a generous smile, and voted 
against him for the same reason. A 
sense of humor is a wonderful thing 
for health and happiness, but leave it 
at home if you want to be known as 
a pillar of society. Give us the soldier, 
we say, who goes into battle with a 
song on his lips, but we want our 
generals sombre. 
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Life Company Ownership 


T is an unfortunate thing that 
Caldwell & Company in their 
expansion movement purchased 
stock interests in several life in- 
surance companies. It is unfor- 
tunate because through this own- 
ership, erroneous reports regard- 
ing the stability of these various 
companies may be circulated. It 
must be borne in mind that there 
is no reflection upon the stability 
of any corporation in the fact 
that some of its stock or even con- 
trol thereof is owned by an indi- 
vidual or corporation which has 
come upon financial difficulties. 
While it is natural that reports of 
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the developments in the Caldwell 
debacle are interesting news to 
the insurance business the failure 
of an owner of stock in the insur- 
ance company must not be re- 
garded as indicating the failure 
of the insurance company itself. 
Reports well authenticated are re- 
assuring to the policyholders and 
field department of the life in- 
surance companies affected. Ac- 
cording to the insurance offi- 
cials in the States in which the 
several companies are domiciled, 
they are in sound condition. 
These men are in close touch with 
company affairs and have repeat- 
edly given voice to their belief in 
the solvency and future of the 
companies as desirable vehicles of 
life insurance. 

Accepting as such the position 
of the companies, it is the duty of 
the insurance commissioners who 
have the matter in hand to see 
that the interests eventually se- 
curing control of the life insur- 
ance companies are able to carry 
on the obligations which they as- 
sume. These insurance commis- 
sioners have a grave duty to per- 
form and they should leave no 
step untaken to not only assure 
themselves of the financial re- 
sponsibility of the parties who 
are endeavoring to secure the 
Caldwell interests in life insur- 
ance companies, but to prevent 
such ownership from falling into 
the hands of any who have not 
the full confidence of the public; 
otherwise more harm will have 
been done to the life insurance 
business than is warranted by the 
developments of the past two 
weeks. 


It is a State of Mind and a 
Matter of Work 


N the cycle of business de- 
I pressions which occur with 

consistent if not uniform 
regularity, two major epochs 
stand out—the post civil war 
panic of 1870-75 and the present 
day economic break-down which 
will last no one knows exactly 
how long. The few men in bus- 
iness today who fought to save 
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their enterprises in the seven- 
ties will note only one essential 
difference. In the former depres- 
sion hard times followed the war 
by just five years and continued 
for a like period. The 1930 de- 
pression followed the world war 
by eleven years and may or may 
not continue for a decade before 
industry is again running on 
high speed and efficiently. With 
greater knowledge in the man- 
agement of business and financial 
affairs, and superior efficiency, 
the time for recovery from the 
collapse of 1929 may, on the 
other hand, be shorter by one- 
half than the years-following the 
panic of 1873 before normalcy 
was restored. 

Irregardless of whether or not 
the longer period of readjust- 
ment will be required, there is 
one thing certain—life insurance 
will not share the hardships in 
the same degree as other lines of 
business. That conviction finds 
strength in the record for the first 
ten months of the current year 
when just a fraction over 1 per 
cent represented the decrease in 
new insurance written under the 
amount written during the same 
period of the banner year of 1929. 
And whether or not business is 
in for a long siege of depression 
depends to a large extent upon 
the people of America. Business 
has been drifting downstream, 
not because of broken oars; 
neither because of a lack of brain 
and brawn to man the craft. 
Mental lethargy and an inclina- 
tion on the part of the should-be 
rowers to withhold their effort 
until smoother waters have been 
attained have combined to bring 
all concerned within hearing of 
the rapids below. 

We disclaim any intention of 
“viewing with alarm,” because 
already indications point to a 
saner mental attitude in all quar- 
ters and all classes are rallying 
together for the long hard pull 
that will inaugurate another and - 
more lasting period of prosperity. 

It is fortunate that capital and 
labor are now convinced that 
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their interests are mutual and 
that prosperity must be general 
in order to lay any claim to per- 
manency. In former periods of 
depression the opposite viev/point 
prevailed to the great loss of all 
classes. Here our mental atti- 
tude is in tune with progress, but 
it must be constantly borne in 
mind that prosperity cannot be 
wafted in upon the wings of 
song. “Happy Days” is a fine 
song to lighten the field of labor, 
but it still is a washout as a club 
room melody. Especially is this 
true in respect to life insurance 
selling. 

With the current year bidding 
fair to show a decrease in produc- 
tion, we are inclined to feel that 
the optimists have done their 
work only too well. The universal 
good cheer, basically sound, “sil- 
ver lining” philosophy appears 
to have blinded a great many life 
agents to the fact that it is still 
raining and that no one can be 
certain just how long it is going 
to continue. To be sure the sun 
will shine again but if 1930 is to 
continue the long string of pro- 
duction gains life insurance peo- 
ple will have to put on their oil- 
skins and go places. 

Individual producers, general 
agencies and entire company or- 
ganizations have gone right along 
with normal business gains all 
through the year. Others, ap- 
parently, have been more or less 
coasting—waiting for the clouds 
of business depression to pass by 
—and if this attitude were to be- 
come more general it is safe to 
predict that life insurance would 
be in for a long spell of bad 
weather. Happily however, the 
majority prevails on the side of 
the not-to-be-denied producers. 

While conditions, as concern 
life insurance, are not fairly com- 
parable with those of the long pe- 
riod of business depression which 
followed five years in the wake 
of the Civil War, it is interesting 
to note that the panic of 1870-75 
was reflected in insurance by no 
léss than seven lean years during 
which insurance in force fell off 
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six hundred and seventy-five mil- 
lion dollars. The effect of the 
panic. first registered in 1874 
with a drop of 1.3 per cent and 
this was followed by substantial 
losses each succeeding year until 
1880 with 1878 recording a de- 
crease of 10.4 per cent. 

That dark. and discouraging 
era occurred in a time when life 
insurance was still fighting for 
public confidence and in a coun- 
try sadly ravaged both in man 
power and in resources. Today’s 
situation is exactly opposite with 


a plethora of man power and 
over-production in nearly all lines 
of business bearing the blame for 
our economic ills. And regard- 
less of the probable duration of 
hard times in general lines of in- 
dustry life insurance has attained 
and continues to enjoy unparal- 
leled public confidence. Property- 
wise investors are flocking to life 
insurance for its element of un- 
questioned safety and thousands 
are daily converted to a convic- 
tion of the vital necessity of its 
protection for their dependents. 
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$200,000 Club — 936 ee eet 





1930 NYLIC CLUBS 
$400,000 Club — 202 agents paid for............ 


Both Clubs — 1138 agents, total paid for........ 





$112,952,278 
Ricki oats onsee eG 220,332,870 
$333,285,148 









NEW YORK LIFE INSURANCE COMPANY 
Madison Square, New York, N. Y. 
DARWIN P. KINGSLEY, president 
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Pilot Life Control Is 
Transferred 


Majority of Stock Purchased 
by Jefferson Standard, 
Greensboro, N. C. 





Operating Status Unchanged 





No Conflict in Field as Com- 
panies Operate Under Dif- 
ferent Plans 


GREENSBORO, N. C., Dec. 2.—The 
Jefferson Standard Life Insurance 
Company acquired controlling interest 
in the Pilot Life Insurance Company 
yesterday afternoon by transfer of a 
large block of stock for which negoti- 
ations have been pending for some time. 
Simultaneously President Julian Price, 
of the Jefferson Standard, and Presi- 
dent A. W. McAllister, of the Pilot, 
issued statements assuring the public 
that the two companies would not be 
merged, but would continue to be oper- 
ated as separate entities. 

Mr. McAllister said in his statement 
that he had been assured by the of- 
ficers of the Jefferson Standard that 
they expected to make no change in the 
personnel of the officers of the Pilot 
Life. 

THE SPECTATOR learned last week 
before this deal was consummated that 
the stock in control in the fire insur- 
ance companies operated through the 
Pilot general agency, which is closely 
affiliated with the Pilot Life, was not 
affected by the deal between the Jef- 
ferson Standard and the Pilot Life. 
The companies in the Pilot general 
agency are the George Washington, 
the Greensboro and the Pilot. This 
group is sometimes referred to as the 
McAllister, Vaughan & Scales group. 

The Jefferson Standard is one of the 
outstanding Southern life insurance 
companies. It was organized in 1907 
and in 1912 absorbed the Security 
Life and Annuity, organized several 

(Concluded on page 41) 
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Des Moines Life Acquires 
Another Company 





Purchase of Travelers Equitable 
Adds Over Eight Million 


Insurance in Force 


DES MOINES, IowA, Dec. 1.—The Des 
Moines Life and Annuity Company has 
purchased the Travelers Equitable In- 
surance Company of Minneapolis, 
Minn., according to an announcement 
by J. J. Shambaugh, president. The pur- 
chase has been approved by the insur- 
ance departments of both States. It 
gives the Des Moines Life and Annuity 
Company a health and accident busi- 
ness. 

The Des Moines company, through 
the purchase, adds $8,600,000 life in- 
surance in force, bringing the total in- 
surance in force to $45,000,000 and ad- 
mitted assets to $6,000,000. Fifteen 
department heads and employees of 
the Travelers Equitable who will be 
retained include Martin Schwab, vice- 
president; Frank L. Jacobson, super- 
intendent of claims, and G. W. Blom- 
holm, claim adjuster, who will direct 
the accident and health department. 

Acquisition of the Travelers makes 
four companies taken over by the Des 
Moines Life and Annuity in recent 
years, three of which have been 
handled under the direction of Mr. 
Shambaugh, who assumed the presi- 
dency of the Des Moines Life after 
merging it with the Preferred Risk 
Company in 1924. Other companies 
taken over were the Midland Life In- 
surance Company of St. Paul in 1925, 
and the Conservative Life Insurance 
Company of Sioux City in May, 1928. 

The Des Moines Life was organized 
in 1917. In addition to President 
Shambaugh, officers are George Cosson, 
vice-president and counsel; F. C. Mc- 
Millan, Burton H. Saxton, F. J. Mc- 
Cormick and L. O. Shaffer, vice-presi- 
dents; Dr. Frank W. Chase, medical 
director; H. E. Jackson, assistant sales 
manager; R. H. Werges, field man- 
ager, and E. L. Shinnick, secretary and 
treasurer and actuary... 


Old Age Pension Bill 
for Indiana 





Measure Similar to One 
Proposed Twice Defeated 
in Former Years 





Near Passage Last Year 





Bill to Be Acted Upon in January 


Contains Many Features of 
New York Law 


The old age pension bill which will 
be presented to the Indiana Legisla- 
ture, which convenes the first of the 
year, has been drafted and with few 
exceptions is ready for presentation. 
The bill provides for a pension after 
65 years of age. The bill is drafted 
by a commission created by the legis- 
lature in 1923. At that time such a 
bill first was brought to the legislature, 
which, while defeating the bill, pro- 
vided for creation of a commission 
which was to make a study of the poor 
houses in each of the 92 counties. 
Otto P. Deluse, of Indianapolis, was 
named chairman. 

Bills were introduced at the 1927 
and the 1929 sessions of the legisla- 
ture and in each instance were ad- 
vanced to the stage where a vote was 
taken, the vote two years ago lacking 
only three of passing in the senate. 

The bill to be presented provides that 
to be eligible to a pension, the appli- 
cant must have been a citizen of the 
United States for fifteen years and a 
resident of Indiana and the county 
where application is made for the 
same length of time, but absences not 
exceeding three years in the aggregate 
will not be considered as affecting the 
residence period. 

No person who owns property valued 
at $2,500 or more shall be eligible, nor 
shall any one convicted of a felony 
within ten years of making applica- 
tion receive a pension. Expense of the 
pensions will be borne half and half 

(Concluded on page 41) 
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F. C. Hubbell Becomes Chairman 
of the Board 


Des MoINEs, Iowa, Nov. 29.—The 
vacancy in the chairmanship of the 
board of directors of the Equitable Life 
of Iowa, occasioned by the death of 
F. M. Hubbell, the founder of the com- 
pany, was filled at a special session of 
the board Monday by the election of 
F. C. Hubbell, son of the deceased, who 
has been serving for several years as 
vice-president of the company. Grover 
C. Hubbell was chosen vice-president 
to succeed his brother. Fred O. 
Thompson was elected to a place on 
the board. 

The board appointed J. N. Darling, 
Fred O. Thompson, B. F. Kauffman 
and Carl Weeks to draft suitable reso- 
lutions in memory of F. M. Hubbell, 
to be made a part of the permanent 
records of the company. 


Appointed Manager of Agencies 


Spencer Thorpe, president of the 
Hamilton National Life of Los An- 
geles, has announced the appointment 
of Louis C. Pierce as manager of 
agencies for the company. 

Mr. Pierce is a life underwriter of 
wide and successful experience, hav- 
ing entered the business twenty-eight 
years ago as an agent in Denver, Col. 

It is the intention of Mr. Pierce to 
immediately begin the building of an 
effective field organization for the 
Hamilton National Life, a task which 
he is well qualified to successfully per- 
form. 


Qualified for Club Honors 


With production in excess of $300,- 
000 for the year, up to Nov. 1, 16 sales- 
men of the Bankers Life Co. are in line 
for achieving membership in the com- 
pany’s Half Million Dollar Club this 
year. Of these 16 promising contend- 
ers two, Agency Manager G. C. Woods 
of Nashville and T. S. Reinhard of 
New York City, had already attained 
membership on Nov. 1. 

















The 
Manhattan 
Life Insurance 


Company 
654. Madison Avenue at 60th Street 


NEW YORK, N. Y. 
FOUNDED 1850 


THOMAS E. LOVEJOY, President 






























Illinois Life to Advertise 
Chicago’s Good Points 


As a protest against much of the 
unfavorable publicity which the city 
of Chicago receives in the press and 
by word of mouth, the Illinois Life In- 
surance Company has decided to devote 
its 1931 trade journal advertising to 
a campaign boosting its home city. 

Each ad will be based on some one 
distinct aspect of the city and each 
plate will carry the slogan “Chicago— 
A good place to live; a good place to 
work.” The campaign will carry no 
company advertising other than the 
signature. 


Students Big Producers — 

Nearly $1,000,000 in new business 
was written last week by the students 
in the sales school of the Home Life In- 
surance Co. of New York. The ses- 
sions were held for five days, the morn- 
ings being devoted to class work and 
the afternoons to practical field work, 
with the result that the 100 who took 
the entire week’s course averaged near- 
ly $10,000 and, exclusive of the two 
leaders who wrote a huge total, the 
average was $7,500. One student wrote 
$150,000 and another $98,000. Alto- 
gether 131 enrolled for the course dur- 
ing the week. 
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The Lincoln National Life InsuYance Company 





Life Insurance 


Men of The Lincoln National lite 


have policies to offer that open the door to an} fathers heart 


Can You Sell 


Juvenile Contracts of great popularity ? 


of Fort Wayne, Indiana . 
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THE 
SPECTATOR 
WHEN 
WRITING 

FOR A 

COPY OF THE 
LINCOLN LIFE 
MAN 
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William J. Williams 


William J. Williams, president of the 
Western and Southern Life Insurance 
Co. of Cincinnati, passed away at Bal- 
timore, Md., Monday, Nov. 24, after a 
brief illness. Mr. Williams was one of 
the outstanding leaders of the insurance 
world and founder of the Western and 
Southern Life, which owes its present 
high position to his genius and in- 
dustry. 

Born March 8, 1858, Mr. Williams 
was educated in the Cincinnati public 
schools and became a life-long resident 
of that city. He filled the office of 
president of the Western and South- 
ern since 1910, and had been its active 
executive since 1888, when he founded 
this organization and began to admin- 
ister its business as a small, almost 
personal enterprise. In the eighties, 
at the age of 18, he went to work in 
an insurance office and has been an in- 
surance man throughout the interven- 
ing period, over half a century. 

Mr. Williams founded the Western 
and Southern Life Insurance Co. on 
Feb. 23, 1888. He was its first secre- 
retary and its active executive. For 
many years thereafter he also was sub- 
stantially the entire home office, per- 
sonally performing the multitudinous 
tasks that accumulated as the business 
experienced a steady growth. He su- 
pervised the work of the sales force, 
performed the routine home office work 
and, most important, lent his personal 
energies in countless business contacts 
which were so valuable in the devel- 
opment of a great business. On April 
4, 1910, when Mr. Williams was elected 
president of the Western and Southern 
Life Insurance Co., he had the satis- 
faction of seeing nearly $50,000,000 
worth of insurance in force. The rate 
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of growth from that time to the pres- 
ent has been even more amazing, bring- 
ing the insurance in force to almost a 
billion dollars and making the company 
one of America’s largest life insurance 
companies. 

Mr. Williams was also president of 
the American Liability and Surety Co. 

The deceased insurance leader is sur- 
vived by a widow, one son, Frank C. 
Williams, two brothers, Charles F. Wil- 
liams, vice-president of the Western 
and Southern, and John T. Williams 
of Oakland, Cal.; three sisters, Misses 
Marry and Anna Williams and Mrs. 
Edward Runnells, all of Cincinnati. 





Home Life of Arkansas Not 
Involved 


Due to an unfortunate typographical 
error THE SPECTATOR of Nov. 27 in its 
account of the receivership of the 
Home Fire and the Home Accident 
Insurance Companies, of Arkansas, 
said “The Home Life Insurance Com- 
pany, of Arkansas, is involved.” It 
should have read, “The Home Life In- 
surance Company of Arkansas is not 
involved.” 


J. Leslie DeMoss, former assistant super- 
intendent at Gary, Ind., has been promoted 
by the Western and Southern Life to super- 








Reliable Self-Supporting 


Agents 


* * * 


q To receive cash commissions under our new specially de- 
vised and computed Scholarship policies being issued to 
alumni of many colleges and universities in several states. 


-s 
q The list is being lengthened almost weekly as other in- 
stitutions join in this movement. 


* * * & 


q Probably over 30,000 alumni now listed for service calls 
Interviews assured, cash settlements always 


by counties. 
possible. 


* 


q We are willing to negotiate with other universities for 
this service as the agency force expands 


* * 


q A fine, dignified, worthwhile work in which men of the 
highest standing are indicated. 


* 


Write to 
ALL STATES LIFE, 
BEN W. LACY, President, 


Montgomery, Alabama 


Wanted 


* 


* 
* 


* 


intendent of its Hammond District. 
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ere are 
SEVEN REASONS’ 


why at least a portion of your sur- 
plus line business should be placed 
with the Phoenix Mutual Life In- 
surance Company of Hartford, 
Conn. To you, it will mean satis- 
factory compensation. To your 
clients, it will mean good service. 


These are the facts: 


| Liserat Commissions: Having recent- 
. ly announced increased commissions 
on policies of $5,000 or more, the Phoenix 
Mutual is now in a- position to offer 
similar high commissions for surplus line 
business. 
Liserat Renewats: You will have the 
. choice of two methods of receiving 
your renewal income. Under one, it is 
possible to earn as many as fourteen re- 
newals. The other plan is equally attrac- 
tive and pays a higher income for a shorter 
period of time. 


Cuoice oF Puans: Since the Company 

. issues policies on the 3% reserve basis 

as well as 34%, you have the advantage of 

being able to offer a high-dividend policy 

with all its selling features of high cash 

values and rapid dividend acceleration or 

of offering a policy with a low guaranteed 
premium when initial low cost is desired. 


Service: In addition to many other 

. attractive services, you can also offer 

your Clients the convenience of paying 
their premiums monthly. 

Liserat Pouicies: The policies of the 

. Phoenix Mutual are everywhere ac- 

knowledged to be liberal. Dividends are 

paid unconditionally at the end of the 

first year. Contracts are issued with or 

without Disability or Double Indemnity 


OF HARTFORD, 








me 















































features and the range of forms extends 
from Term policies, renewable to age 60, 
to Retirement Income plans that are un- 
usually complete. 


WELL-KNowN Company: For more 
. than six years, national advertising 
has been employed to make the name of the 
Phoenix Mutual synonymous with good 
sound life insurance. Consequently, you 
are likely to find that your client will 
select this Company or, if you suggest it, 
it will meet with his immediate approval. 
You won't have to spend much time selling 
the Phoenix Mutual. 


Hicu-Y1etp Annuitiss: A final reason 

why it will be worth your while to 
have a Phoenix Mutual Contract is our 
exceptionally low rates for Life Annuities 
and excellent facilities for handling such 
service 


Write or phone at once for further in- 
formation. Our new Surplus Line Agree- 
ment marks the beginning of a new policy 
towards Surplus Line business. Why not 
take advantage of it? 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


CONNECTICUT 
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Advocates Strengthening 
Tax Laws 





Alabama Attorney General De- 
clares Present Exemptions 
Make Statutes Void 


BIRMINGHAM, ALA. Dec. 3. — 
Strengthening of Alabama _ statutes 
imposing franchise and premium taxes 
on insurance companies is recom- 
mended by Attorney General Charles 
C. McCall in his quadrennial report to 
the Governor of the State. The out- 
going Governor’s duty, after getting 
reports from his department heads, is 
to submit a revenue bill to the legis- 
lature which meets early in the year. 
McCall pointed to the “weakness” of 
the State anti-trust laws and directed 
attention to the franchise tax imposed 
on foreign corporations, which he rec- 
ommended be subjected to “honest re- 
vision.” 

“Statutes dealing with loan com- 
panies, insurance companies, etc., now 
contain exemptions which render such 
statutes practically worthless to ac- 
complish a fair and just taxation of 
these concerns,” the Attorney General 
reported. “As the matter stands to- 
day, foreign corporations loaning 
money on real estate located in Alabama 
pay practically no franchise tax. With 
the faulty provision of our insurance 
premium tax, domestic insurance com- 
panies pay practically no premium tax, 
but do pay a domestic franchise tax.” 


Senator Defends Law 


BIRMINGHAM, ALA., Dec. 4.— Ala- 
bama has broken faith with insurance 
companies which have more than $100,- 
000,000 invested in real estate loans in 
the state by seeking to collect $2 per 
$1,000 as a franchise tax, declares 
State Senator Charles B. Teasley, of 
Montgomery, in a formal statement. 
He says suits filed by the attorney gen- 
eral are particularly unwise at this 
time and contrary to legislative enact- 
ments. The attorney general in filing 
the suits declared the law exempting 
companies from this tax unconstitu- 
tional. 

Senator Teasley drafted the law 
which was passed by the legislature in 
1907 exempting companies from tax on 
loans other than the usual mortgage 
recording fee. Regardless of what the 
courts may hold in the test cases filed, 
he says the good faith of the state de- 
mands that these companies be pro- 
tected against this tax, as they came 
into the state with the distinct under- 
standing that this levy would not be 
made against them. The law under 
which insurance companies are ex- 
empted is quoted by Senator Teasley as 
follows: 
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“In ascertaining the annual fran- 
chise tax which shall be paid by any 
foreign corporation doing business in 
this state under this section there shall 
be deducted from the amount of the 
capital employed by such corporation 
the aggregate amount of loans of 
money made by such corporations in 
this state, and which shall be secured 
by existing mortgages or mortgages to 
it in this state, and upon which the re- 
cording privilege tax provided by law 
shall have been paid.” 


Berkshire Life, Pittsfield, Mass. 


On page 47 of the Oct. 9, 1930, issue 
of THE SPECTATOR there were pre- 
sented a table showing the Actual vs. 
Expected Mortality results for the 
year 1929 and averages of 5 and 15- 


11 


year periods. The figures for the year 
1929 presented for the Berkshire Life 
Insurance Company, Pittsfield, Mass., 
as expected $1,405,088 and actual as 
$1,331,866 with a ratio of 94.82 per 
cent are entirely erroneous. These 
figures are reserves released by sur- 
render and lapse, surrender and lapse 
values allowed, and percentage of re- 
serves returned on surrenders and 
lapses, respectively. The correct fig- 
ures which should have been shown 
are expected mortality cost as $2,229,- 
363, actual net mortality as $1,611,- 
166, with a ratio of actual to expected 
mortality of 72.27 per cent. This 
ratio compares very favorably with 
the other leading companies shown. 





DOES AN 
EDUCATION 
PAY? 


NATIONAL FIDELITY believes that a proper 
education increases the opportunities for 


success. 


STARTING IN JANUARY 1931, National Fi- 
delity will begin its five year training 
program for new men in the business. 
Each man who is chosen for these schools 
will receive an intensive three weeks 
training at the Home Office. 

(First School begins January 20th.) 


IF YOU INTEND TO make 1931 your best year 
—the opportunity is offered by National 
Fidelity Life if you can measure up to our 


requirements. 


WRITE FOR FULL PARTICULARS 


NATIONAL FIDELITY LIFE 
INSURANCE COMPANY 


Ralph H. Rice, President 
KANSAS CITY, MISSOURI 
National Fidelity Life Bldg., 10th and Walnut 
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jLLtNOTs 


Assets Over $38,000,000 


LINCOLN 


PRODUCTIVE TERRITORIES 






Our new Master Endowment paying increasing amounts, 
in addition to the face of the policy, should death occur 
before maturity of the endowment, offers a feature 
policy, which, together with the usual forms, provides 
unusual sales opportunities to the right men. 


Address Inquiries to 


BANKERS LIFE INSURANCE COMPANY OF NEBRASKA 











in which to sell an unusual feature 
policy, backed by a sound pro- 
gressive life insurance company, 
are available in these states. 







Experienced life insurance salesmen between the ages 
of twenty-eight and forty-five, who have the ability 
to successfully manage a general agency, are offered 
an opportunity to make a connection with a company 
of established reputation and unlimited resources. 






















Insurance in Force Over $140,000,000 









NEBRASKA 
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The Cure for Timidity 


Notoriously, the life insurance agent’s greatest 
handicap is fear. The Peoria Life, nor any other 
company, cannot claim a magic formula for in- 
stilling gun-shy agents with the courage of lions. 
But on the other hand— 


How cheering is the self-confidence that comes 
from the thorough knowledge of life insurance 
and the mastery of its salesmanship which are 
part of every Peoria Life agent’s training. How 
reassuring to realize that the Peoria Life is ad- 
mired in every community where it operates for 
conspicuously prompt and complete service to its 
policyholders and beneficiaries. 


There is inspiration for the Peoria Life agent 
in the knowledge that he is equipped to furnish 
every good feature of up-to-date life insurance, 
and that his “kit” contains something that will 
interest the most formidable prospect. Behind 
his individual efforts stand the resources of a 
22-year-old institution with over 215 millions of 
insurance in force, well-known and respected for 
its record of progress and service. 


One of the chief aims of the Peoria Life agency 
program is to promote the success of its agents 
by dispelling the bogey of fear. 


Peoria Life Insurance Company 


Peoria, Illinois 


Annuities Insurance : 
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AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 











Guaranteed Guaranteed 
Benefits Low Cost 
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Family Income Policy 
Explained 





Vice President K. A. Luther Em- 
phasizes Benefits of Contract 
to Aetna Life Agents 


The Attna Life Insurance Company 
has announced to its field organization 
a new and comprehensive plan of insur- 
ance, the Family Income Policy. In 
making this announcement Vice-Presi- 
dent K. A. Luther emphasized the dis- 
tinct advantages of this policy to the 
buyer, its very appropriate application 
to an insurance need which has long 
been evident, and the remarkable op- 
portunity it gives Autna Life salesmen 
to increase production through new 
prospects and old policyholders. 

The new policy according to the an- 
nouncement is designed specifically for 
the man with a wife and young chil- 
dren. It provides that in the event of 
the insured’s early death his wife will 
receive an additional income until the 
children have become self-supporting 
at which time the entire sum of the 
policy is payable to his wife. The in- 
come is guaranteed 12 per cent on the 
face of the policy to be increased by 
additions arising from excess interest. 
The policy further provides for certain 
options and reductions in case the in- 
sured out-lives the twenty year period 
of the policy. 

To illustrate: The question might be 
asked as to what amount of insurance 
should be carried by a man whose sal- 
ary is $20,000 a year who has a wife 
and children but little or no property. 

If it is assumed that in the event of 
his death this man’s wife could live 
comfortably and educate the children 
on $9,000 a year, the general assump- 
tion may be made that $180,000 of 
Life Insurance would be required be- 
cause that amount invested at 5 per 
cent would provide an income of $9,000 
a year. Yet at age 35 such a policy 
on the non-participating plan would 
call for an annual premium of $3,548 
which it is quite likely the prospect 
would feel he could not afford. 

It is to meet the requirements of 
such a case as this that the Family In- 
come Policy is designed. If this pros- 
pect has one or two children, his real 
problem is to provide, in the event of 
his death, an income that will enable 
his wife to live comfortably and edu- 
cate the children and will also give her 
a fair income after the expenses of 
educating the children are all over. 
The Family Income policy will provide 
in this case an income of $9,000 a year 
until the children are grown up and 
$3,750 a year thereafter if money can 
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be invested at 5 per cent. The premium 
for such a Family Income policy upon 
the-non-participating plan is $1,833 a 
year and upon the participating plan 
it is $2,222 a year, subject to reduction 
each year by dividends on the latter 
plan. This policy would be for a 
nominal amount of $75,000. It would 
provide that if the insured died within 
twenty years of the date of the policy, 
then the beneficiary would receive, in- 
stead of the immediate payment of the 
sum insured, an income of 12 per cent 
on the face value of the policy until 
the end of the twentieth year from the 
date of the policy (which in this case 
amounts to $9,000). It would further 
provide for the payment of $75,000 at 
the end of twenty years. This sum in- 
vested at 5 per cent would give an in- 
come of $3,750 a year. 

If the insured lived twenty years, 
then the amount payable on his death 
would be $75,000. 

The income provided under this 
policy will be subject to increase by 
such excess interest as the company is 
paying in connection with money left 
with the company. The Attna Life is 
now paying excess interest at the rate 
of 1.3 per cent and this would increase 
each income payment on a $75,000 
policy from $9,000 a year, which is 
guaranteed, to an amount varying 
from $11,016 to $9,954 a year accord- 
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AS WE SERVE 
WE PROGRESS 


Insurance in Force 
1923 One Billion 
1927 One Billion and a Half 


Two Billions 





1930 


Massachusetts Mutual 
Life Insurance Company 


Springfield, Massachusetts 
Organized 1851 





ing to the number of years that the 
income has yet to run. 

The premium is somewhat higher 
than the premium on an Ordinary Life 
policy but the additional premium is 
charged only for twenty years, after 
which the premium is reduced to the 
premium for a corresponding Ordinary 
Life policy for the age of the insured 
when the policy was issued. 








SELLING INCOME 


Gives a representative of this 
Full Coverage company an incentive to work, to 


Non-Cancellable 

Male and Female Risks 

Starts First Day 

Life Time Coverage 

Old Line Company 

Prompt Claim 
Payments 

Generous Contract 

Large Commissions 

Liberal Renewals 


make 
and to write business that no other 


branch of insurance offers. 


The 
the personal benefits to be derived 
from having his 


INCOME GUARANTEED 


The relief from mental worry 


calls, to secure interviews 


individual can appreciate 


Substantial Company 
Pays on Any Disease 
Pays on Any Accident 
Pays Special 
Indemnities 





OUR TERRITORY 


Michigan Missouri 
Indiana Pennsylvania 
Illinois California 





frequently aids in physical recovery 
and every salaried man and woman 
realizes the value of such protec- 
tion. Here are obvious benefits in 
which they, individually, can par- 
ticipate. 


Such policies are readily sold. The 
many exclusive features of our Gold 
Seal, non-cancellable, full coverage 
of male and female risks, have a 
wide appeal. 

We want capable representatives 

in our territory. Full informa- 


tion promptly sent in response 
to your first inquiry. 





Tneome Guaranty Company 


“‘Incomes Guaranteed”’ 


Authorized Capital $1,000,000.00_ - 
(Established 1917) 





Income Building 











Legal Reserve Stock Company 
South Bend, Ind. 


Life Insurance 



































J e 
Sixty-five 
The up-and-up years of a 
man’s life are from age 20 to 
65. Before 20 a boy has every- 
thing but experience; after 65 
he has nothing left but experience. These years of abil- 
ity, attainment and expansion—from 20 to 65—are the 
years in which he is best able to make and take 

opportunities. 

There is a period in the life of a life insurance com- 
pany, just as in the life of a man, when verve and enthu- 
siasm combine with ability and experience to make the 
best progress. During that period it has the same co- 
ordination. of thought and deed, the same capacity to plan 
and rapidly execute plans, as a man in his prime. It 
has unity and cooperation that give it the power to meet 
problems of changing times quickly and advantageously. 
Its policies, its methods of doing business, and its rela- 
tions with the members of its organization, while firmly 
rooted in experience, are not rutted in company tradition. 

Such a company—strong, experienced, progressive— 
makes the best opportunities for its fieldmen. It offers 
not only the advantage of territory, but the greater ad- 
vantage of choice of territories. It affords the best 
chance for individual expansion because competition 
within the organization, with fellow fieldmen striving for 
advancement, is practically non-existent. It offers, in a 
word, a sound foundation upon which to build personal 
success, with an absolute minimum of obstacles to over- 
come. 





The Franklin Life Insurance Company 
Springfield, Illinois 
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(Topics of The Connecticut Mutual) 
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SHORTEST ROUTE 


The shortest route to the sale is through organized sell- 
ing. The Connecticut Mutual offers its representatives 
a plan of selling organized to get maximum effectiveness 
from maximum effort. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
Hartford 


1846 Over 84 years in Business 1930 

















































A New and Different 
20-Payment Life Policy 


The Universal 20-Payment Life policy 
approaches the ideal, both from the sell- 
er’s and the buyer’s point of view. 


If death occurs during the premium- 
paying period the insured has paid only 
for a Whole Life policy because all he 
has deposited over the Whole Life rate 
after the first year is paid his beneficiary 
in addition to the face of the policy. 


That is only one feature of the modern 
Universal policy which is enabling Na- 
tional Life representatives to make “more 
sales per interview.” 


We have agency and general agency openings 
in twenty-five states. 


National Life Company 
Mutual 


Legal Reserve 
118 Eleventh Street 


DES MOINES, IOWA 





The Minnesota Mutual 
is now a 


$200,000,000 Company 


1930 New Business 150% of same 
period 1929 


7th in percentage of growth for 1929 ameng 
Companies over 100 Million in force 


44 years to reach first 100 million—6 years to 
reach second 100 million 


Our Sales Plans Are Working 
May We Tell You About Them? 


The MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 





Saint Paul 







































625,852 PROSPECTS 


received advertising letters in first nine months of 1930 


$36,210,101 of Business 


sold on lives of “advertised” prospects in same period. 














BANKERS LIFE COMPANY 


Gerard S. Nollen, President 
Established 1879 Des Moines, Iowa 
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Examination of Inter- 
Southern Life 





Oklahoma and Kentucky to 
Work Jointly with Ten- 
nessee Department 


May Take Two Months 








Inter-Southern Stock Sold _ but 
Identity of Purchaser 
Not Revealed 


NASHVILLE, TENN., Nov. 27.—An 
examination of the financial condition 
of the Inter-Southern Life Insurance 
Company at Louisville will start Mon- 
day, Dec. 1, according to information 
given out by insurance commissioner, 
A. S. Caldwell of the Tennessee depart- 
ment. According to Mr. Caldwell the 
commissioners of Oklahoma and Ken- 
tucky will join with the Tennessee de- 
partment in making the examination, 
Mr. Caldwell said, “This examination 
has been ordered by the National Con- 
vention of Insurance Commissioners 
and will require from one to two 
months to complete it.” Mr. Caldwell 
is chairman of the committee on ex- 
aminations of the convention and is 
also secretary of the National Associa- 
tion. The report of the examiners will 
be submitted to him as chairman and 
by him transmitted to the National 
Convention. Two examiners will be fur- 
nished by Kentucky while Tennessee 
and Oklahoma commissions will fur- 
nish one examiner each, Mr. Caldwell 
advises. 

M. W. Heitzeberg, vice-president of 
Inter-Southern, at Louisville, in com- 
menting on the announcement said: “It 
is the regular examination that is made 
every four years. It is starting just a 
trifle early this time, but is very much 
welcomed by the officials of the com- 
pany in that it will clearly show our 
very excellent condition in face of the 
tangled Caldwell affairs, and let every- 
one see for themselves just what is 
what.” 

Lee Douglas and Maj. Rutledge 
Smith, receivers for Caldwell & Com- 
pany, on Nov. 26 petitioned the federal 
district judge at Nashville, Tenn., for 
authority to negotiate the sale of ap- 
proximately 1,900,000 shares of stock 
in the Inter-Southern Life Insurance 
Company at Louisville. The petition 
did not reveal the identity of the group 
proposing to purchase the shares but 
said they were “certain purchasers 
and certain stockholders” working un- 
der a contract whereby the American 
National Bank of Nashville will act as 
escrow agent. 

The federal judge entered an order 
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Territory unsurpassed and large enough for an un- 


limited production. 


Contract as good as the best, with exclusive rights. 
Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


EXCLUSIVE, 
care of THE SPECTATOR 


Address. 


Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 














directing interested parties especially 
stock pledges to appear Dec. 3 to enter 
their approval or disapproval to the 
agreement. According to the receivers 
Caldwell & Company have a direct or 
indirect interest in approximately 1,- 
900,000 shares. Rogers Caldwell, presi- 
dent of that company said there are 
little more than 3,000,000 shares of 
stock outstanding. The receivers and 
proposed purchasers have agreed that 
the stock will be purchased at $1.50 
per share, 50 cents more than par 
value. The agreement contemplates 
depositing 1,200,000 shares with the 
American National Bank by Nov. 28. 
The purchasers also agree to purchase 
another additional 800,000 shares 
provided the shares are deposited by 
Dec. 3. Cash will be paid for the stock 
and Caldwell & Company will benefit 
by a release from numerous pledges 
attorneys for the receivers state. 

The receivers’ petition avers that 
practically all the stock in the Inter- 


Southern in which Caldwell & Com- 
pany has any interest is either pledged 
to secure debts or to secure the per- 
formance on the part of Caldwell & 
Company of certain contracts or is in- 
volved under the terms of some repur- 
chase agreement. To the petition is 
attached an agreement in which D. D. 
Robertson, receiver for the bank of 
Tennessee, Nashville, A. Caldwell & 
Company subsidiary, agrees to sell 
345,580 shares held by the bank at the 
price offered, but reserves legal claims 
under a repurchase agreement alleged 
to have been made with the bank by 
Caldwell & Company when the stock 
was sold to the bank at the price said 
by the bank to have been $3.75 a shore. 

The court was asked by the receivers 
to approve the purchase of more than 
538,666 shares of the stock held by the 
American Exchange Trust Company of 
Little Rock, Ark., as escrow agent, 
provided other interested parties agree 
to the sale. 
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“Net Results— 
the True Measure of Progress! 


The theme of the joint meeting of the Association of Life 
Agency Officers and the Life Insurance Sales Research Bureau 
is well selected. Discussion of it will prove intensely interest- 
ing and immensely valuable to the institution of Life Insur- 
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The Guardian applies this measure to its own progress.” 





*Last year, The Guardian’s 
gain in ordinary life insur- 
ance in force was 11.6 per 
cent of its total in force at 
the beginning of 1929—the 
third highest ratio among the 
leading companies writing 
only ordinary insurance. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 








50 UNION SQUARE - - NEW YORK CITY 
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SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 





Late) 7.18 
LIFE AND 
ACCIDENT 


INSURANCE 
COMPANY 


Newer, «=Total claims paid 30 years ending 
aoa December 31, 1929, $71,215,892.67 








C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE & ACCIDENT INSURANCE CO. 


Home Office, National Building 


NASHVILLE - - - - TENN. 




















OUR NEW HOME 


Policies for all ages 1 to 70. 

Children’s Policies with Benefici- 
ary Insurance. 

Both Participating and Non-Par- 
ticipating. 

Available Terri- Disability and Double Indemnity. 

tory in 17 States Surgical and Dismemberment 

West of the Mis- Benefits. 

sissippi and in II- Non-Medical. Standard and Non- 

linois and Florida Standard. 

Sales Planning—Circularization 
Department. 


Perseverance and Producer’s 


Clubs. 
Special Monthly Premium Plan. 














Grow with This Progressive Company 


Central States Life 
Insurance Co. 


HOME OFFICE—ST. LOUIS 






































RTE REO oae Mn a: 


\ ’ E’RE acom- 


paratively young 
company... 


In judging us, take into 
account the success of 
our plan... 


which is 
founded on securing for 
the agent FINAN- 
CIAL INDEPEND.- 
ENCE! 


For full information write 


Witt lane 


Superintendent of Agencies 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street, Philadelphia, Pa. 





























Keeping Pace - - 





.... In paid for Life Insurance the 
Company in an expanding mood, dur- 
ing the unsettled general business con- 
dition of 1930, held its own with the 
extraordinary first eight months of 
1929. This is satisfactory. The posi- 
tion and time is right to forge ahead. 
A cordial interview awaits the life in- 
surance man of character and good 
record who would improve his posi- 
tion. 











CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES L. COLLINS, Supt. of Agencies 


Home Office: Sacramento 
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«He Would a Joiner Be” 


What Availeth It a Man If He Join a Lot of Organizations 
and Lose His Own Sales? Or Can He Use the Friendships 


Formed to Stimulate His Production ? 


By KENILWoRTH H. MATHUS 


The Connecticut Mutual Life Insurance Company 


I 


WO agents were talking together 

over the luncheon table. “I hear 

the Hedgeville City Alliance is go- 
ing to put up Jim Evans’ name for 
vice-president. Fine thing for Jim, 
eh?” 

“That’s what I hear,’ answered the 
other agent. “Quite a feather in his 
cap, that.” 

II 


Just about this same time Jim him- 
self was on his way to break the good 
news to his general agent. Elated, he 
felt signally honored that his associates 
in the town of Hedgeville had shown 
a liking for him and an appreciation 
of his ability, as evidenced in this 
manner. 

“Bill,” he said happily to his gen- 
eral agent as he reached the office, 
“T’ve made it at last. The nominating 
committee for the Alliance wants to put 
my name up for vice-president. Con- 
gratulate me!” 

The general agent turned slowly 
around at his desk. “Fine, Jim,” came 
the reply in slow, measured tones. “I 
do congratulate you on the honor that 
has come to you. The Alliance is our 
leading civic organization, and I like 
to feel that every agent of mine is a 
member and that he is solidly behind 
their practical program for the better- 
ment of our community. Of course, 
you’re not going to accept this nomina- 
tion, are you?” 

Jim was nearly swept off his feet 
with surprise. 

“Why, er—why, certainly, Bill. Of 
course, I’m going to accept. It’s a great 
honor.” 

“There’s no question about the honor, 
Jim. No question at all. Only an out- 
standing man would have even been 
considered for the position you men- 
tion. But let me ask you a question. 
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You won’t mind, will you, Jim?” he 
broke off anxiously, “if I take this 
rather personal interest in your af- 
fairs?” 

“Go right ahead, Bill,” said the 
agent. “You know I am always mighty 
glad to hear anything you have to say 
to me.” 

“Then let me say this. Some months 
ago, at your own suggestion, you and 
I sat down together and outlined a 
year’s plan of accomplishment for you 
in this business of selling life insur- 
ance. Am I right?” 

“You are.” 


“More than half of our company’s 
‘club year’ has now elapsed. How about 
it? Are you on schedule?” 

“Well, it’s true that I’m quite a bit 
behind what I expected to be at this 
time.” 

“Another question, Jim. What will 
buy the baby shoes, your activity in 
selling life insurance, or meeting with 
various committees and boards of the 
Alliance?” 


“There’s no argument there, I sup- 
pose,” said the agent. “I hadn’t quite 








thought through on the whole matter 
yet. I was rather pleased at the honor 
that had come to me, and frankly, I 
suppose my vanity was somewhat ap- 
pealed to.” 

“T will be among the first,” continued 
the general agent, “to admit that you 
would make some valuable contacts in 
this position in the Alliance, and your 
standing in the community would be 
materially strengthened thereby. But 
there’s only one basis on which you 
can decide whether to accept or not. 
Can you afford to take the necessary 
time out of your main business of sell- 
ing life insurance? Leaving aside the 
question of a little personal glory, will 
your wife and family benefit more if 
you put all your heart and soul, and 
time, into selling life insurance?” 


III 


Our friend, the general agent, had hit 
upon an important question that lies 
in the borderland between an agent’s 
business and personal life. He has 
moreover given the one and only rule 
to use as a guide in telling when to 
draw the line at participation in so- 
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cial, fraternal, political, church or civic 
activities: Can you afford the time? 

If so, and such participation is kept 
within reason and not allowed to inter- 
fere too much with normal working 
hours of the day, you will want to rec- 
ognize that such outside activity should 
in many ways react to your advan- 
tage, give you increased prestige and 
result in many valuable new leads for 
business. 


Lodge Membership 


The fraternal field offers big possi- 
bilities for cultivation of men in your 
own station in life and with whom you 
have or can develop a community of 
interest. There is a wide field here 
from which to choose a group whose 
membership and ideals coincide with 
your personal preferences. 

We know of a case in an eastern city 
where a middle-aged man, who had 
never been in politics in his life, de- 
liberately planned three years ahead 
to strive for the mayoralty nomination 
of his city. One of the first things he 
did was to join four or five strong 
fraternal organizations, feeling that in 
each case he would have lined up many 
of the members in his favor when elec- 
tion time finally came around.: His 
action was a little too cold-blooded and 
in a sense was almost unethical, be- 
cause he made selfish gain his sole 
criterion in joining organizations 
which, in addition to engendering a 
feeling of comraderie, also live up to 
certain high ideals. 

Yet in a real sense an agent can be 
a member in good standing of some 
fraternal organization, can contribute 
his just share of time and effort and 
money, and share in the rewards in the 
form of new contacts and friendships 
that may stand him in good stead later. 


Participation in Charities 


The Community Chest, or Community 
Fund, as practised in many American 
cities today, offers an opportunity to 
do good, and at the same time throws 
an agent into contact with many inter- 
esting types of people on the various 
teams, some of whom can later be fol- 
lowed up as prospects for life insur- 
ance service. Much valuable informa- 
tion can also be gained from certain 
of the people on whom you call in be- 
half of subscriptions to the Chest. 

One agent makes it a point to jot 
down in a notebook the amount of sub- 
scription made by various names on his 
list, using this information as a guide 
to the man’s financial standing when 
he calls back to see him later on life 
insurance matters. 


Luncheon Clubs a Big Field 


The luncheon clubs offer another big 
field for making contacts and increas- 
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ing personal prestige. From one to six 
or seven are to be found in most cities 
and in many small towns. Where limi- 
tations on membership exist on the 
score of classification by occupation, in 
sone organizations it is occasionally 
possible to qualify under another quali- 
fication, perhaps slightly different from 
what you originally had in mind. Many 
of the luncheon clubs, however, stress 
charity work to a considerable ex- 
tent, and an agent contemplating join- 
ing one of these organizations should 
satisfy himself that he will be able to 
live up, financially, to the principles 
and practices of the club, once he be- 
comes a member. 

The Advertising Club—there is 
doubtless one in your city—meets dur- 
ing the lunch hour and usually has 
elastic rules for membership. Anyone 
interested in either sales or advertising 
is welcomed. Membership in such a 
club throws an agent into contact with 
many of the leading business men of 
his city. 

We know of one life insurance man 
who volunteered his services on the 
Advertising Club’s membership com- 
mittee. He eventually became its chair- 
man. A drive for new members was 
started, and he personally called on 
over 100 business men of the city, ex- 
tending them an invitation to join the 
Advertising Club. In many cases he 
brought these new men personally to 
the club luncheon, introducing them to 
the members and generally looking out 
for them and making them feel at 
home. Then the rest was easy. Not 
right away, but a few weeks later, he 
would call upon these men in an offi- 
cial business capacity (i.e., life insur- 
ance). 

Civic Activities 

The local Chamber of Commerce of- 
fers another excellent opportunity for 
meeting your fellow-men and at the 
same time to participate in promoting 
the progress of your city. One of the 
advantages of this particular organi- 
zation is that, by virtue of its size and 
its manifold interests, an agent can 
usually obtain a place on some sub- 
committee or division or board con- 
cerned with activities in which he is 
most interested. 

The church, too, offers possibilities 
for enlarging one’s personal and busi- 
ness acquaintance. We know of a 
young man who, holding an important 
position in his church, in the course 
of several months gradually canvassed 
most of the members. When I tell you 
that over 2000 people were members 
of that particular church, it is read- 
ily seen that this agent had a large 
circle of friends and acquaintances in 
this one field alone. 





Social Contacts 


Social clubs in greater or less de- 
gree also offer opportunities for con- 
tacts. Politics may or may not be ad- 
visable for an agent. Many do indulge, 
and those who do claim that there is 
no antagonism manifest when they call 
upon a leading member of the opposing 
party. The advantages and disadvan- 
tages of political participation are, of 
course, a matter for individual deci- 
sion. 

The local organization of life under- 
writers makes just claims upon an 
agent’s time and talents. Here his as- 
sociations result largely in a more 
friendly spirit and an _ increasingly 
helpful spirit of cooperation between 
competitors. He is inspired and helped 
practically. To what extent he can 
participate in the work of the associa- 
tion again depends on the question we 
brought out at the beginning of this 
article, “Can you afford the time?” 


IV 


In all of the cases mentioned briefly 
here, reference has been made to, or 
at least hinted at, the subsequent fol- 
low-up of contacts originally made in 
a social or business way. Needless to 
say it is important that you observe 
two factors here: There must be a 
sufficient lapse of time between the first 
contact and the business call, and tact 
must be skillfully employed in order 
not to arouse antagonism when predi- 
cating a business relationship upon so- 
cial acquaintance. 

Join such organizations as you wish, 
give what you can of time, money and 
effort. But remember always, busi- 
ness comes first. Balance the time re- 
quired by the probable benefits that 
will accrue; talk the matter over with 
your general agent; and make your 
decision only after careful delibera- 
tion. 

As long as participation in outside 
affairs aids your production, indulge 
freely; the minute your life insurance 
record makes it seem advisable, do not 
hesitate to concentrate exclusively on 
the business of selling life insurance. 


Excels in Limited Territory 


Famed in Bankers Life circles for his 
intensive cultivation of a comparative- 
ly small territory, Walt B. Mahaffa, 
affiliated with the W. E. Smock afiency, 
enhanced his reputation by once again 
leading the company’s sales organiza- 
tion in the total of policy-holder ap- 
plications written during the month of 
October when he produced 18 appli- 
cations on the lives of old policy-hold- 
ers for an aggregate of $24,500. Prac- 
tically all of Mr. Mahaffa’s business is 
written in an Iowa county of less than 
25,000 population. 
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eoAnd a Little Child—”’ 


The Old Pioneer Spirit 


[From the New York World] 


Miss Rosemary O’Connor, thirteen 
years old, arrived in Buffalo the other 
day to find that she was suddenly on 
her own. Her father was to meet her, 
but her telegram to him was not deliv- 
ered, and so she was unexpectedly faced 
with the problem of how she was to eat, 
sleep and be clothed. She went to the 
Young Women’s Christian Association, 
took a room for the night, and paid for 
it. This left her 35 cents. With this 
capital she went to a store and bought 
Christmas postcards at a cent apiece. 
Then she went to a street corner and 
sold all her cards at 5 cents apiece. Go- 
ing back for more, she went to the 
street corner again and sold them too. 
With the profits of both ventures, she 
now went into a restaurant and ate. 
Then, going along the street, she saw a 
sign in front of a theater giving notice 
that it was amateur night. She bought 
a ticket, went in, and circulated through 
the audience, telling the people she was 
going to put on an act and asking them 


to give the little girl a hand. Then she 
went on the stage, sang two songs and 
danced, and was applauded so loudly 
that she received the first prize, $1.50. 
Then she went to her room and to bed. 
The next day the police, egged on by a 
frantic father, located her, and found 
that she was planning to attend another 
amateur night. 

Now what arrests us about all this is 
not the young lady’s pluck. With a 
name like Rosemary O’Connor she 
would naturally have pluck. It is 
rather her incredible decisiveness. Most 
of us in her situation, would take a seat 
on a park bench and think of twenty 
schemes, all more or less feasible, but 
we would put none of them into execu- 
ton. Eventually we would go around 
to the police station, confess our plight, 
and let the sergeant start us on a round 
of the aid societies that give bewildered 
people their bearings. But not Miss 
Rosemary O’Connor. The moment a 
plan occurred to her she acted on it, and 
the moment a second plan occurred to 
her she acted on that. We must say 
she commands our admiration. 














Y \HE New York World printed the above editorial on Thanksgiving Day—an appro- 
priate publication because it gives every salesman who reads it something additional 
to be thankful for, that is, renewed inspiration. Not many business men can match 

the resourcefulness and determination of Rosemary O’Connor and not many but that can 

follow her example of “doing something about it” with profit to themselves. 


A great many producers are inclined to slack up during a period of depression. Un- 
employment, restricted buying power, all the adverse conditions possible to imagine, are 
marshaled forth as alibis. 


But think a bit. Isn’t it a fact that less than ten per cent of our workers are without 
employment? The predominant majority of workers and business men have as much or 
more buying power than they had in 1929 or in 1928. And with the constant cry of hard 
times ringing up and down the country every thoughtful man with a dollar to spare is apt 
to be receptive to a well planned argument in favor of life insurance. 


Little Miss O’Connor was faced with an economic emergency there in the streets of 
Buffalo many times more difficult than any confronting the life insurance salesman today 
or any other day. But as the World points out, she didn’t sit on a park bench and worry; 
neither did she call for assistance. She went into business by the most direct route—get- 
ting a supply of post cards and asking people if they wouldn’t like to buy some of them. 


Then, too, her career on the stage, although brief, was one to inspire anyone. She 
might have realized her limitations in this direction, considering the competition, so she 
did a bit of missionary work. In other words she planned her sale in advance and she won 
out. Try out Rosemary’s elit decisive method. It is a winner. 
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eis Life Insurance a Business 


Baro 


* * 


meter?” 


An address by William J. Graham, President American Manage- 

ment Association and Vice-President of The Equitable Life 

Assurance Society of the United States, before Advertising-Sell- 
ing League of Omaha, December 1, 1930. 


¢¢WS life insurance a business barom- 

eter?” I asked the question of 

one life underwriter of high 
standing—Vash Young of New York. 
He replied: “At the present time gen- 
eral business is rather poor, while life 
insurance is either holding its own or 
showing a slight increase. Therefore, 
the statement that life insurance is 
a business barometer might be serious- 
ly challenged if only surface conditions 
are considered. But when we dig be- 
neath the material surface of things 
and carefully consider fundamentals, I 
think we can then safely conclude that 
life insurance is a barometer of true 
business conditions. A period of in- 
flation is not a barometer of sound 
business conditions and neither is a 
period of deflation. When you shake 
ease, greed, selfishness, fear, worry and 
depression out of things, we find a 
good steady stream of business flow- 
ing on, and this is where insurance 
becomes the measuring rod.” 


Big Year for Insurance 


The facts are that, from a stand- 
point of new business, premium in- 
come, increase in assets, increase in 
surplus—life insurance has had a big 
year. The volume in each department 
of life insurance—industrial insurance, 
ordinary insurance and group insurance 
—is within a slight fraction of the vol- 
ume of 1929 and, therefore, consider- 
ably higher than the volume of any 
previous year. This is on a basis of 
maintaining a production which has 
achieved a billion dollars a month! 

The assets of life insurance show an 
increase for the year of about 9 per 
cent. There is no ready method of 
contrasting these assets with the in- 
crease in liabilities because the liabili- 
ties are made up of policy reserves en- 
tailing the necessity for involved cal- 
culations. Yet it would appear a rea- 
sonable statement that these liabilities 
have increased normally, with the re- 
sult that the operations of the year 
1930 will show gains in surplus as 
large, if not larger, than any gains pre- 
viously recorded in dollar value for 
any year. 

This means the maintenance of divi- 
dend schedules for the mutual com- 
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* * * 


Former President Calvin Cool- 
idge agrees with the author and a 
leading life underwriter that life 
insurance reflects business condi- 
tions in a broad sense—which 
speaks well for the business out- 
look, as insurance is maintaining a 
record of a billion a month for 1930. 





panies at the high figures which these 
schedules have achieved. And, on the 
increasing volume of life insurance in 
1930 it, therefore, means the distribu- 
tion, in dividends to policyholders, of 
a larger sum of money than was ever 
paid before—with the dividend sched- 
ules generally projected for 1931 on 
the same high basis of dividend return. 

Now let us turn to the other side of 
the picture where we find an increasing 
lapse rate and an increasing demand 
for policy loans. Unquestionably both 
of these factors are influenced by pres- 
ent business conditions. And yet when 
we adjust the lapses and the policy 
loans into their right relationship with 
the large new business, the result is to 
produce a total volume in force at this 
time vastly in excess of the volume of 
insurance in force one year ago for 
every department of life insurance. 
This means a substantial gain in ordi- 
nary insurance. Despite an increased 
lapse rate, it means a substantial in- 
crease in industrial insurance. And it 
means, to the surprise of many, a sub- 
stantial increase in group insurance. 

This last statement is one of the 
most gratifying facts in this era of 
decreased employment, that in these 
days of greater conservatism in busi- 
ness expenditure and in curtailed op- 
erations, group insurance, in its sub- 
divisions of life insurance to protect the 
pay envelope of the deceased worker, 
of health and accident insurance to pro- 
tect the pay envelope of the tempo- 
rarily disabled worker, and of pensions 
to protect against the hazards of un- 
provided old age, has produced a vol- 
ume of new business that measures up 
to peak performances of other years. 
It is a remarkable tribute to the value 
put upon group insurance by employer 
and employee alike. The fact, how- 
ever, that the outstanding volume of 


group insurance has not only held up 
against the shrinkage of payrolls, but 
has been substantially increased, strik- 
ingly brings to attention the change in 
industry which has come about from 
curtailing operations by distributing the 
work over reduced hours rather than 
by the discharge of large sections of 
the employees. And right here may 
I interpose the thought that insurance 
is putting its stamp on industry and 
sharing its fundamental principle of 
the distribution of losses by just such 
measures as the employer today is dis- 
tributing work—with the thought of 
making the loss of marketable labor 
incident on curtailed operations a bear- 
able burden to all rather than a crush- 
ing burden to the few. 


Unemployment Insurance 


This brings to my mind the popular 
call for unemployment insurance—a call 
which unfortunately cannot be an- 
swered to the satisfaction of those who 
believe there is some magic in insurance 
to absorb losses without redistributing 
them. With your indulgence I should 
like to say a few words on this subject 
as a friend of unemployment insur- 
ance and, therefore, one who feels the 
urge to point out its limitations. To 
get my thought properly before you I 
will refer back to the policy loan. 
Wherever such loans are available on 
policies carried by the man who is out 
of employment and in urgent need, the 
loan serves the magnificent purpose of 
being an asset belonging to him—avail- 
able to him—and to his beneficiaries 
for much the same purpose for which 
he had planned the insurance to be 
available when he would no longer be 
in the picture. However, such policy 
loan would not be available to that 
man were it not for the sacrifice that 
lies behind his premium payments for 
his insurance program. And so un- 
employment insurance in industry must 
likewise find its usefulness built up 
within the restrictions of active pay- 
rolls, from contributions which in the 
end must come from the employees’ pro- 
ductivity and self-sacrifice. Suppose, 
for example, that an employer would 
contribute 1 per cent of the wage to 
match a 1 per cent wage deduction of 
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the employee, thus making 2 per cent 
of the wage to be put in an insurance 
or a trust fund, to be available as far 
as it would go during periods of unem- 
ployment. This would mean an in- 
crease of 1 per cent in the payroll rep- 
resenting the employer’s contribution, 
which must be made up in a competi- 
tive world by increased productivity, 
and a 1 per cent sacrifice of current 
income on the part of the employee, 
accounting for the full 2 per cent to 
be put aside in the years of plenty to 
be used against the hazard of lean 
years to come. I state this fundamen- 
tal in order to eliminate from the un- 
employment insurance problem the 
thought in public mind that any monies 
can be available for unemployment in- 
surance except such as have been saved 
and funded. 


Unemployment Factor 


Unemployment represents a loss. In- 
surance represents a scheme for as- 
sessing losses. The 2 per cent dis- 
cussed in this instance must, as an in- 
surance principle, be treated as un- 
employment losses taken in advance. 
It would, therefore, obviate any hope 
for unemployment schemes expanded 
beyond established occupations in which 
unemployment is not necessarily a fac- 
tor, seasonal or otherwise, but an un- 
toward event occurring among classes 
who might under normal conditions ex- 
pect to be fully employed. This de- 
scription eliminates all the unemploy- 
ables; all the criminal and lazy who 
would not work; all the defectives not 
capable of work; all the physically un- 
fit. These unemployables represent the 
large class which would require doles 
and hand-outs and for whom a dole, 
under some organized plan, may be the 
wise way for a State or a community 
to handle an ever-present poor relief 
problem. But by removing from the 
consideration of unemployment insur- 
ance the huge class of unemployables 
and building on the sound principle 
that unemployment is a loss and that 
insurance is discounting the loss in 
advance, we are restricting the prob- 
lem of unemployment insurance to that 
order of solution in industry which 
industry has shown itself capable of 
meeting. 

That brings me back again to group 
insurance, as a work in industry that 
is making not only the employee more 
secure against the great hazards of un- 
provided death, of unfinanced disabili- 
ties and of moneyless old age, but is 
making industry securer and is making 
society securer. In this respect all in- 
surance must be measured not only by 
the volume of premium income which 
goes to it in an orderly business way, 
but by the order of sacrifice behind that 
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premium income to achieve the pur- 
poses of the insurance. 

No barometer in life insurance would 
be a measure of performance that did 
not take into account the socializing 
and civilizing influences of insurance. 
Insurance is born of consideration for 
others and is consequently a concomi- 
tant of civilization. It is a commodity 
susceptible of representation in poor 
times as well as in days of great pros- 
perity. The reason for taking it is 
turned around a bit, but the urge at 
bottom is the same, to wit: to build 
up the estate against shrinking values, 
to add security to others against de- 
clining incomes and to supply some- 
thing in the way of an estate or some- 
thing in the way of income when the 
estate builder or income earner is not 
here to do it. 

“Ts life insurance a business barom- 
eter?” I asked a man whose name I 
will withhold for the minute until I 
read his response—whose order of re- 
sponse I felt would be as interesting 
and valuable a message to you as I 
could bring in answer to the question. 
I now have the honor and privilege of 
reading to you his statement: “In its 
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larger aspects life insurance is cer- 
tainly a business barometer. The great 
increase in the amount of life insur- 
ance in force between 1921 and 1930 
could not have been brought about un- 
less the country as a whole had been in 
a remarkably prosperous condition. 
When business slackens and incomes 
decrease that is very certain to show 
in the amount of new insurance writ- 
ten. It may take some time, but it is, 
in my opinion, certain to appear. When 
business first declines there is a cer- 
tain amount of what might be called 
distress insurance which a great many 
people take out to balance the losses 
which they have incurred, but the 
people who can take that kind of in- 
surance are soon supplied. After that 
need is filled, it is my judgment that 
a depression in business will show in 
a decrease in the amount of insurance 
that would otherwise have been writ- 
ten. .My conclusion would be that in- 
surance is a business barometer to a 
somewhat limited extent and only after 
the elimination of certain facts from 
the equation. With kindest regards, I 
am, Very truly yours, CALVIN COoOoL- 
IDGE.” 








Concentrate on First Call, 
Advises Riehle 





Outlines Cardinal Principles of 
Selling to Baltimore Life 
Underwriters 


BALTIMORE, Nov. 28.—Theodore W. 
Riehle, associate manager of the New 
York ity Agency for the Equitable 
Life Assurance Society, does not be- 
lieve in chasing a man until you have 
“landed him” in the old-time sense of 
the word, he told members of the Bal- 
timore Life Underwriters Association, 
Inc., at their monthly meeting last 
week. 

“An insurance man is at his best at 
his first interview with a prospect; 
he loses 25 per cent of his selling ap- 
peal at his second visit; he becomes a 
bore on his third interview and the 
fourth time may go through a win- 
dow,” Mr. Riehle declared. 

Mr. Riehle in his topic “Cardinal 
Principles” made a number of new 
points about insurance selling, which 
differed strikingly from the established 
methods as advocated by a number of 
the leading insurance companies of the 
country. 

“Any young man who is ambitious 
and willing to work earnestly in the 
life insurance business can become in- 
dependent in ten years,” he said. 

“Any man who has money is a pros- 


pect, but I tell my men to go after 
people with incomes of at least $3,000 
a year. 

“The life insurance business is a 
business of ideas and the field is open 
for original thinkers, for example, an- 
nuities are old in France and Germany, 
but new in the United States. This is 
something new and on my cards I have 
Life Insurance and Annuities. 

“Know something about your pros- 
pect before you go to see him, even if 
it is only his age. The majority of 
agents talk too much. It often pays 
to take hours and hours to prepare 
your selling talk, which when you visit 
your prospect only takes five minutes 
to deliver. 

“Don’t interrupt your prospect when. 
he is talking, only perhaps when he 
says he carries life insurance. Tell 
him that he does not carry life insur- 
ance. He owns it. 

“A man is a suspect until he passes 
the medical examination; then he be- 
comes a prospect and on the first pay- 
ment he is a client. 

“There are four good points to keep 
in mind when selling insurance. First, 
that life insurance is a reserve for 
emergencies; secondly, it provides for 
a period of disability; thirdly, it covers 
retirement and old age, and, lastly, 
premature death. This last feature is 
one that progressive insurance agents 
are relegating to the background. 
They are emphasizing insurance as an 
investment.” 
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An Inportan! Member of INSURANCE 


any conterence on Prorits OFFICE ORGANIZATION 
AND ROUTINE 


By J. B. Welson, LL. M., and F. H. Sherriff, F. I. A. ; 


A valuable guide to the proper organization and conduct 
of an insurance company. Sets forth the best methods to 
be followed in the formation and management of an insur- 
ance company’s staff. Practical features of operation, 
such as correspondence, branch control, agency audits, 
office systems and machines, are comprehensively dis- 


cussed. 
Price, $2.25 

















Physiology and Anatomy. By Dr. Harold Gardiner. A 
concise and clearly written treatise, with numerous illus- 
trations. It also contains chapters on the common diseases 
and accidents (including industrial diseases), and a list of 
everyday medical terms. The book is designed particularly 
for insurance men and lawyers. 414 pages; cloth binding. 


Price, post paid, $3.00 





Principles of Insurance. By J. E. Eke. A book which |] 3 
will aid in a clear understanding of the principles and : 
practices of accident, fire, marine and life insurance. 4 


Price, post paid, $1.50 





Accountancy. By Francis W. Pixley. An entirely new 
work dealing with Accountancy from a theoretical and 
practical point of view. The latest exposition of the : 
science. 318 pages. EY 


Price, post paid, $2.25 ry 








Dictionary of Fire Insurance. A Comprehensive Encyclo- 
pedia of the Law and Principles of Fire Insurance, and 
British and Foreign Practice. Edited id Bernard C. 
Remington, F. C. I. I. Contains contributions by prom- 
inent officials of fire insurance companies and other ex- 
perts. Subjects are arranged alphabetically and well 
ERE ‘ a | °. cross-indexed. Important subjects are given ample space 
2, . 1s an insurance agent who is welcome and full explanation, and a great amount of serviceable 


2 a Sos ; knowledge is presented in condensed form. 
always. He doesn’t ‘ peddle policies. He is ” " 


480 pages, half leather binding, price $8.50 
welcomed not for his sales tactics, but for his knowl- 











edge of insurance as applied to business, and the Dictionary of Accident Insurance. A new, Encyclopedic 
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; . er r i ee 
valuable advice he is able to offer. i Welson, LL. M, F.C. 1 : F.C 1S. Contains many 
contributions by well-known authorities on British Acci- d 
When his clients plot their profits he is called in dent Insurance Law and Practice, with numerous forms ; 
" g J l U & and tos pc el an | ea — —. ~~ are 
. . arranged alphabetically. overs all classes of insurance ; 
to advise them about the protection otfere y Use eneeat Eis. ive and measine. 
Occupancy Insurance. He points out the bearing of 814 pages, half-leather binding, price, $17.50 e 
U.&O.on credits,on dividends, on executive's salaries, 4 
J ce. titer es i any A anotinal Pmeatiinn fer ihe i ond : 
on advertising appropriations, rent, mortgages and other usiness Man. By T. E. Young, . BF. RA. 8S. Thir 
™ sing abbrop ™ ; : 536 Edition, Revised and Enlarged. A lucid, simple exposition 
intimate business items. He makes himself as necessary of the principles and practice of life, fire, marine and 
other branches of insurance. Adopted as a text book by K: 
in the discussion of profits as the plant superintendent Yale University. 4 
i” he ial re i ? P : S ? e 424 pages, third edition, price, $3.00 ‘ 
; eo eee -) J: Principles of Marine Law. By Lawrence Duckworth. A Le 
Insurance advisors of this type are building for the knowledge of Marine law is of the utmost importance to pe 
. . : a ose who are in any way connected with marine in- 7 
future, and we are especially proud to have them identi- surance or the shipping trade, and the volume covers all A 
£edwith our organization. ‘ 7 a 4 _ ¥ the essential features. & 
Price, post paid, $2.25 e 
Office Organization and Management. By Lawrence R. 
Dicksee, M. Com., F. C. A., and H. E. Blain. This volume 





gives in detail, with the aid of specially selected illustra- 
TA tions and copies of actual business forms, a complete 
a <=> description of management and organization under the 


most improved and up-to-date methods. 315 pages; cloth. 


Insurance Co. Price, post paid, $2.25 
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Insurance Conditions 
on the Coast 





Majority of Fire Companies 
Look for Profits in 
Pacific Territory 





North Better Than South 





Moving Picture and_ Building 
Industry Slumps Curb South- 
ern California Premiums 


Although the general business de- 
pression has affected the writing of 
fire insurance on the Pacific Coast, a 
majority of the companies will realize 
an underwriting and trade profit for 
the year, according to a recent cross- 
section survey made of leading com- 
panies at San Francisco. 

It was revealed that the fire insur- 
ance business in northern California 
and in Washington and Oregon has 
about held its own as compared with 
that of 1929, but in southern Califor- 
nia there has been a decided drop, 
according to the report of a majority 
of company executives. 

The slump in the South is laid to 
a variety of reasons. Chief among 
them are listed the ceasing of the build- 
ing campaign, which has been such a 
boon in the past, and the hard times 
experienced by the motion picture in- 
dustry. However, one prominent com- 
pany executive came out flat-footedly 
and said that the shrinkage in busi- 
ness in the South is due to the com- 
petition offered by non-board com- 
panies. , 

As a rule, the companies reported 
a decrease in volume of business done 
this year in excess of 10 per cent. But 
in some instances the decrease did 
not exceed 5 per cent, and in the case 
of one company an increase over nor- 
mal years was reported. 

In most cases, companies reported 
the loss ratio as normal. Operating 
expenses were declared to be on the 
increase, due in part to increased 
agents’ commission. 

A majority of company leaders took 
a decided stand against the indiscrimi- 
nate reduction of rates. In some fields, 
such as apartment houses, it ‘is felt 
that the reduction is justified, but in 
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Ad-Men Meet December 10 


Officers of the Insurance Ad- 
vertising Conference, together 
with members of the executive 
committee of that organization, 
will, on Dec. 10, attend a stated 
meeting, called by Chauncey S. 
S. Miller, publicity director of 
the North British and Mercan- 
tile Insurance Company, Ltd., 
who is president of the Con- 
ference. The conferees will 
gather at the New York Athletic 
Club, New York City, at 10.30 
o’clock a. m., and after a discus- 
sion of several subjects of con- 
siderable importance, they will 
attend a luncheon at which Mr. 
Miller will be the host. 











other cases of reduction the belief pre- 
vails that action was taken without 
a proper analysis of the situation. 

Most companies came out in favor 
of a reduction in rates in earthquake 
insurance. The _ two-and-a-half-year 
premium for three years or the two- 
year premium for three years is ad- 
vocated. It is pointed out that non- 
board companies have been getting a 
great deal of this business. 

Attention was called to the fact that 
earthquake and fire insurance are 
usually written together. And if one 
is lost, the other goes with it. 

Reasons advanced for the drop in 
fire insurance business this year are 
the marked reduction in rates during 
the past two years, hand-to-mouth buy- 
ing by merchants, and the lack of 
building on the Coast. 

As a whole, company executives were 
inclined to take an optimistic view of 
the future. It is felt that business 
in general is now on the up-grade. 


New York-Long Island Fire 
Merger Approved 

Stockholders of the New York Fire 
Insurance Company and the Long 
Island Fire Insurance Company have 
approved the proposed merger of the 
two carriers under the name of the 
New York Fire Insurance Company. 
The new company will have a capital 
of $1,000,000. Both companies are 


members of the Corroon & Reynolds 
fleet. 


U. S. Shipping Board’s 
Annual Report 


General Insurance Fund 
Has $57,058,142 Hull Cov- 
erage in Force on 
Private Ships 





224 Steamers Insured 





Earned Premiums from Inception 
Amount to $1,724,000; Increase 
in Rates Found Necessary 


WASHINGTON, D. C., Nov. 27.—Insur- 
ance activities of the United States 
Shipping Board during the past year 
are reviewed in the annual report of 
T. V. O’Connor, chairman, submitted 
this week to Congress. 

As of January 1, 1930, it is stated, 
the marine insurance reserve, amount- 
ing at that time to $5,245,196.55, used 
to cover vessels owned by and operated 
for the account of the Shipping Board, 
was combined with the insurance fund 
created under the provisions of section 
501 of the merchant marine act of 
1928. This combination created a fund, 
known as the general insurance fund, 
in which both Shipping Board vessels 
and privately owned tonnage are in- 
sured, but separate isurance records for 
both classes of tonnage are being main- 
tained. 

On privately owned vessels, including 
those sold by the Shipping Board and 
those on which construction loans have 
been made, the report shows, the 
amount of hull insurance totaled $57,- 
058,142 on 224 steamers on June 30. 
Premiums earned from the inception of 
the fund to that date totaled $1,724,- 
000, while charges against the fund for 
proved loss and damage claims and for 
administrative expenses totaled $1,654,- 
000. Unsettled claims pending June 30 
were estimated at $1,625,000, but part 
of this total will undoubtedly be recov- 
ered from third parties, as in collision 
cases. 

A horizontal increase in rates of not 
less than 25 per cent on policy renewals 
for privately owned hulls insured in the 
general insurance fund was put into ef- 
fect February 1, last, it is stated, and 
in some hazardous trades more. 
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MINNEAPOLIS RICHMOND 
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60 PARK PLACE 
Assets ss ~ vd “ef aa $2,746,716.66 
Capital - - - - - $500,000.00 


Surplus to Policy 
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Pacific Coast Canada 
CARL N. CORWIN CO. P. J. PERRIN 
San Francisco, Cal. 465 St. John St. 
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HAWKS & SCHENCK, INC. T. A. MANNING & SONS 
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MOUNTAIN STATES AGENCY Co. HARRY S. KAUFMAN 
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22 Garfield Place, Cincinnati, O. 





AN OLD COMPANY WITH 
AN EXCELLENT RECORD 
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9 Clinton St. P. O. Box 299 901 Columbia Bldg. 
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ALL RISKS FUR INSURANCE 


Rate $2.00 per $100—Minimum Premium $8.00 


GENERAL COVERAGE POLICY 


Rate $2.00 per $100—Minimum Premium $2.00 


applying to articles or garments of Fur, Cloth or Leather 
against all risks of Fire, Lightning, Burglary, Holdup, Theft and 
Transit risks, in the home or elsewhere in United States and 


A. F. SHAW & CO., INC. 


zea 75 Maiden Lane 


General Agents—All Risks Department 
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Also 


New York City 


Saint Paul Fire & Marine Insuranee Co. 
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National Fidelity Fire Not 
to Control Hampton Roads 





Withdraws Offer to Exchange 
Stock When Latter Company 
Goes into Receivership 


BALTIMORE, Nov. 26.—The National 
Fidelity Fire Insurance Company of 
America had not acquired a controlling 
interest in the Hampton Roads Fire 
& Marine Insurance Company, which 
has just been placed in the hands of 
a receiver, according to Morton Wol- 
man, vice-president and general man- 
ager of the former company, who is- 
sued the following statement: 


“On June 1 the National Fidelity 
Fire Insurance Company of America, 
Baltimore, Md., made a public an- 
nouncement that it had acquired a con- 
trolling stock interest in the Hampton 
Roads Fire & Marine Insurance Com- 
pany upon the basis of an exchange 
of shares, allowing a valuation of $11 
per share for the stock of the Hamp- 
ton Roads and $40 per share for the 
stock of the National Fidelity. 


“The valuation placed upon the 
Hampton Roads stock was tentative, 
and the shares of the National Fidel- 
ity issued in exchange were placed in 
trust pending the liquidation of the 
assets of the Hampton Roads Fire & 
Marine Insurance Company. 

“In view of the character of the as- 
sets of the Hampton Roads Fire & Ma- 
rine Insurance Company of America, 
the offer to exchange stock has been 
withdrawn. 

“Howard C. Bregal, secretary-trea- 
surer of the National Fidelity Fire 
Insurance Company of America, ad- 
vised us today that our company is in 
no way affected by the appointment of 
a receiver for the Hampton Roads.” 


Denton S. Lowe was appointed re- 
ceiver on Nov. 19 for the Hampton 
Roads Fire & Marine Insurance Com- 
pany. The petition for the appoint- 
ment of a receiver was made by Harri- 
son Rider, Insurance Commissioner of 
the State of Maryland, as the result 
of an examination conducted by his 
department, which disclosed a hope- 
lessly insolvent condition, with liabili- 
ties aggregating slightly more than 
$250,000, as compared with admitted 
assets of only $73,000, or liabilities in 
excess of assets of over $175,000. 

The assets of the company, as re- 
vealed by the examination of the Mary- 
land Insurance Department, consisted 
of mortgages valued at $200; collateral 
loans of $54,547, of which only $15,000 
was allowed; cash, $913; bonds, $20,- 
000; agents’ balances, $37,698; or a 
total of $73,811. Outstanding liabili- 
ties amounted to $252,298. 
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America Fore’s All-Cover 
Auto Form 


The Continental, Fidelity-Phenix 
and other fire insurance companies in 
the America Fore group are now writ- 
ing a new all-cover automobile policy 
in the Eastern and Southeastern terri- 
tories. The new coverages in addition 
to the usual fire, theft, windstorm, col- 
lision and property damage provisions 
include riot, damage by falling air- 
craft, flood and towing expense. Pub- 
lic liability, property damage and glass 
breakage are included in the policy and 
are assumed by the Fidelity and Cas- 
ualty Company. The combination policy 
can be written at a flat premium per 
car for any car in any territory. 





Iowans to Improve Farm Fire 
Situation 

Des MoINEs, Iowa, Dec. 2.—In con- 
junction with the office of the State 
fire marshal, The Iowa Farm Bureau 
Federation, the Farmers Union and 
the Grange are each urging a most 
careful inspection as to fire hazards 
upon Iowa farms. The loss from fire 
the past year has been unusually large 
and through the cooperation of these 
farm organizations it is hoped to in- 
augurate a system of inspection that 
shall materially reduce fire losses the 
coming year. Insurance companies 
are giving every encouragement to the 
plan. Just upon the approach of win- 
ter the first great consideration is the 
examination of flues. 





Agency Merger Tendency 
in Alabama 

BIRMINGHAM, ALA., Dec. 3.—Mer- 
gers and absorptions continue to be the 
order among Alabama insurance 
agents. Desire to reduce overhead and 
add financial backing is given as the 
reason for a number of combinations. 
A few agents have sold out and quit 
business altogether but combinations 
have been the usual way out. 

In Birmingham the past month the 
Estes agency sold out to the Ford- 
Myatt & Ebaugh agency. Fowlkes In- 
surance Agency combined with Throck- 
morton & Jones to form the Fowlkes- 
Throckmorton-Jones agency. 





General Brokers to Elect 


The General Brokers’ Association of 
the Metropolitan District, Inc., New 
York, will elect 1931 officers at a meet- 
ing on Dec. 10. Arthur Arnow and 
Paul Simon are candidates for the 
presidency. 
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Insurance and the Chicago 
Progress Exposition 





Insurance Display Will Be 
Prominent; Organizations In- 
vited to Hold 1933 Con- 


ventions in Chicago 


Insurance participation on a nation- 
wide basis in the Century of Progress 
Exposition to be held in Chicago in 
1933 is being sponsored by the Insur- 
ance Federation of Illinois. The prin- 
cipal national life, fire and casualty in- 
surance organizations have been in- 
vited to be represented at a luncheon 
Dec. 10 at the Hotel Roosevelt, New 
York City, when the proposal will be 
discussed. A special committee of the 
Illinois Federation composed of Charles 
H. Burras, Joyce & Co.; Isaac Miller 
Hamilton, president, Federal Life, 
Lyman M. Drake, Critchell Miller, 
Whitney & Barbour and Joseph E. Cal- 
lender, Ocean Accident & Guarantee, 
has called the luncheon at which Mr. 
Burras will preside. 


Recently officers of the Illinois Fed- 
eration met with representatives of the 
Century of Progress corporation, when 
exposition officials expressed the opin- 
ion that the story of insurance and its 
progress over one hundred years fitted 
in very effectively with the general 
scheme of the exposition. It is believed 
that insurance can undertake a collec- 
tive display at the exposition which 
will be one of the sensations of the 
whole enterprise. 

A few months ago invitations were 
sent to national insurance organiza- 
tions to hold their 1933 annual meet- 
ings in Chicago, and as a result a num- 
ber went on record in favor of Chicago 
as a meeting place in 1933. 

The organizations invited to have 
representatives at the luncheon on Dec. 
10 are: National Board of Fire Under- 
writers, National Association of Insur- 
ance Agents, Association of Life In- 
surance Presidents, Association of 
Casualty and Surety Executives, 
Health and Accident Underwriters 
Conference, American Life Convention, 
Surety Association of America, Na- 
tional Association of Casualty and 
Surety Agents, -National Association 
of Life Underwriters, National Con- 
vention of Insurance Commissioners, 
and Insurance Federation of America. 





On Nov. 21, Special Agent Cypreansen, 
of the Home Insurance Company, presented 
J. V. Keiser, local agent at Stratton, Neb., 
with the company’s silver service medal, in 
recognition of twenty-five years’ continuous 
representation. 

Howard I. Stutsman, Special Agent of 
the Home Insurance Company, recently pre- 
sented Eugene J. Herringer, local agent at 
Ada, Minn., with the company’s twenty-five 
year service medal. 


Fire Insurance 
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Equitable Life Insurance Company 
Home Office: Washington, D. C. 


Henry P. Blair, President Allen C. Clark, Secretary 
Joseph Sanders, Vice-President Gilbert A. Clark, Actuary 


ATTRACTIVE OPPORTUNITIES 


For men with clean past records, in 


DELAWARE, MARYLAND, OHIO, W. VIRGINIA and 
DISTRICT OF COLUMBIA 


Up-to-Date ORDINARY and INDUSTRIAL Policies 
For further information, write 


L. H. Hannah, Manager of Agencies 











‘A Life Insurance Company’ 
having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THE SPECTATOR 


CHARLES E. CLARKE, Presidens J. R. ANTHONY, Secretary 
Capital Stock $250,000.00 


PENINSULAR LIFE INSURANCE COMPANY 


Home Office 
Peninsular Life Building, Jacksonville, Florida 
Ordinary and Industrial Life, Health and Accident 


OPPORTUNITY: 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 








Denver, Colorado 











Illinofs—Indiana—lIowa—Kansas—Kentucky—Michigan—Minneseta 


“INDEPENDENCE FOR DEPENDENTS” 
Request details for our remunerative contracts for 
AGENCY MANAGERS 


for Colorado, West Virginia, Illinois, Indiana, 
Pennsylvania and Ohio 


You will benefit by our special attention now to these States 


Security Life Insurance Company of America 


184 North La Salle Street, Chicago 
O. W. JOHNSON, President S. W. GOSS, Vice-President 


-Arkansas—California—Celorade- 


“TIO—"48D “On—GqeN—HNoss Wy 


- Oregon—Pennsylvania—Tennessee—Virginia—Washington—W. Va. - 


| THREE GREAT HAZARDS 


A New Leaflet That Gets Down to Rock Bottom 
Reasoning About Life Insurance 
“Three Great Hazards” a new leaflet written by Ernest Grey is just what 
a number of life insurance agents have been looking for beeauce it is a 
Piece of sales literature that speaks to prospects in their own language. It 
is calculated to create a thoughtful state of mind in the prespect before 
the agent makes his call. 


PRICES 
SO Copies... 06.058 $2.50 500 Copies........ $18. 
TDD SOORENS «2 00 00 1000 Copies........ 
10,000 Copies........ > 
. THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














EXPANSION 








The Home Life Insurance Company 
of America 


Protects the Entire Family 


Home Life Aqunte are equipped to serve every need for 
protection. Modern policies are issued on both Industrial 
and Ordinary plans from birth to Age 66 next birthday. 
The Home Life sales-kit means a whole family of potential 


policyholders back of every door-bell. 
There Is a Heme Life Policy fer Every Purse and Purpese 
Over One Hundred Millions in Force 


Independence Square Philadelphia, Penna. 
(Interested in Replies from Pennsylvania and Delaware) 





This is the keyword 
in the program of development 
of ATLANTIC LIFE of Richmond, Va. 
Prospective General Agents, men who wish to throw 
in their lot with a strong growing company, will find 


that 
“Honestly, It’s the Best Policy.” 


ATLANTIC 


Maryland ! ! 


General Agency positions open at 
ROCKVILLE 
WESTMINSTER 
HAGERSTOWN 
Excellent Territory—Special Direct Contract 
Whole -hearted Home Office Cooperation. 


George Washington Life Insurance Co. 
Charleston, West Virginia 
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SP) oy FIRE AND LIFE 
7. ASSURANCE CORPORATION, lid. 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING - 47! & WALNUT STS. 
PHILADELPHIA 
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“‘The Best Property You Own”’ 
A new leaflet by Wm. T. Nash 


A great piece of conservation literature has been written in this 
new leaflet. The message is vivid, convincing and impelling. 
Every policyholder who reads this short message will think 
twice before even borrowing on his insurance and few will risk 
the hazards of lapsation. 


Prices 
ee eee $2.10 1,000 COMISS . 6.6s5<.08.0. $22.50 
ae 8.50 5,000 copies.......... 90.00 
ee 18.50 10,000 copies.......... 175.00 


THE SPECTATOR COMPANY 
Division of United Business Publishers, Inc. 
243 West 39th St., New York 























a ee ee ee a! ld 7 | 


THE SPECTATOR 
December 4, 1930 























New England News and Comment 


ERY commodious quarters were 
 * pen last week in the Public 
Service Building at 89 Broad Street, 
Boston, by the Massachusetts Rating 
and Inspection Bureau and the Massa- 
chusetts Automobile Rating and Ac- 
cident Prevention Bureau. The busi- 
ness of the two organizations has been 
very much facilitated by this new 
move, their former quarters being en- 
tirely inadequate for the tremendous 
amount of detail work performed re- 
quiring constantly increasing staffs 
and equipment. The Accident Preven- 
tion Bureau operates supplementary to 
the work of the Massachusetts Insur- 
ance Department with a special official 
of the department in charge, and func- 
tions under the provisions of the 
Compulsory Automobile Insurance Act. 
The Rating and Inspection Bureau is 
the organization of the workmen’s 
compensation insurance companies. 
Both organizations are supported by 
the insurance company members writ- 
ing these classes of business and are 
governed by a governing committee of 
the members. 





The personnel of the standing com- 
mittees of the Massachusetts State 
Association of Insurance Agents has 
been announced by President Roscoe 
K. Noble to serve during the year 
1930-1931. The committees and chair- 
men are: legislative, Edwin J. Cole; 
membership, Roscoe K. Noble; fire and 
casualty prevention, Norman A. Brai- 
nard; conference, Roscoe K. Noble; 
finance and automobile, Robert T. 
Sisson. The membership committee is 
subdivided with district chairmen as 
follows: William E. Bagg, Pittsfield; 
Fred R. Smith, Haverhill. This is the 
largest committee and their chief work 
this coming year will be to carry 
through a drive for new members, the 
association having experienced a no- 
ticeable decrease in membership the 
past year. 








Fireman’s Fund Chooses 
116 John Street 


Charles F. Noyes Company, Inc., in 
a $1,300,000 transaction has leased to 
the Fireman’s Fund Indemnity Com- 
pany, at present located at 60 John 
Street, and the Atlantic Marine De- 
partment of the Fireman’s Fund Insur- 
ance Company, of 72 Beaver Street, 
four floors in 116 John Street, the 35- 
story building now being erected on 
the entire block front—John, Pearl and 
Platt streets, New York City. 


Fire losses are increasing from year to 
year. Underwriters strive to keep them 
down. For practical information along this 
line see ‘Fire Insurance Inspection and Un- 
derwriting.” 
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“Charlie” Wilson, the popular asso- 
ciate in the Boit, Dalton & Church 
agency, with which he has been con- 
nected almost his entire career, was 
given a birthday dinner at the Parker 
House by his close friends last week. 


The First National Insurance Agency 
opened its new offices last Monday at 
40 Broad Street, with Thomas J. 
Brown, manager. Mr. Brown has for 
the past eleven years been connected 
with O’Brion, Russell & Co., in charge 
of the fire underwriting, and is a capa- 

le and efficient New England field 
man, and especially popular, as well. 
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Allemania Will Merge With City 
of Sudbury, Pa. 


Stockholders of the Allemania Fire 
Insurance Company of Pittsburgh will 
meet on Dec. 23 to vote on a proposed 
merger with the City Insurance Com- 
pany of Sudbury, Pa. Both companies 
are under the management of Crum 
& Forster. 

Directors of both companies have 
already ratified the proposal which 
would unite the carriers under the 
title of the Allemania Fire Insurance 
Company of Pittsburgh, and give the 
new company a capital of $1,000,000 
and a surplus in excess of $2,000,000. 
The Allemania, which has been in 
business since 1868, and last year 
wrote over $2,100,000 in premiums. 








225 Broadway 





An Armosphere 
of Success 






HN 


NEW YORK CITY 


Your business should take on 
greatly increased efficiency in 
116 John for it will be surrounded 
by many notable successes in the 
Insurance world, AND SITUATED IN 
THE BEST SPACE THAT MODERN 
BUILDING SCIENCE CAN DEVISE. 


NOW BEING RENTED 
2921 to 9442 Square Feet 
Smaller Units are Available 


Charles F. Noyes Company, Inc. 
Renting and Managing Agent 


Entire floors are 


New York BARclay 2000 
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By a Penn Mutual 
General Agent 


A letter recently received at our Home Office from one 
of our General Agents, discussing the present business 
situation, contained this paragraph: 


“The independent thinker recognizes that the time to do 
things is when other people are standing still. In de- 
pressions the people stand at the crossroads in a daze. 
Many ideals and ideas have been shattered. They don’t 
know in which direction to go. A leader can head then 
in any direction. And the man who recognizes that 
times like the present are not times for retrenchment, but 
times for great offensives, creates a position of leadership, 
whether in his agency or his company.” 


This is not that miscalled optimism which shuts its 
eyes to actuality. It is optimism born of experience, 
which knows and declares that the curving dip from 
prosperity into depression must inevitably rise to pros- 
perity again, and counsels that morale should be main- 
tained, and energetic yet calm activity, in life insurance 
and all other businesses, be continued and even in- 
creased, under level-headed leadership. 


WM. A. LAW, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 
J. V. E. Westfall, Vice-Pres. 


The Penn Mutual Life Insurance Company 
Philadelphia 


Independence Square Founded 1847 












































Re-Insurance Only 


GENERAL SURETY 
COMPANY 


Capital and Surplus $10,000,000 


340 Madison Avenue 
New York City 


GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 


President Secretary 


Successor to 


GLOBE MUTUAL LIFE 
INSURANCE CO. 





Incorporated 1895 


T. F. BARRY, FOUNDER 
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In our Home Office Agency in Rhode Island every 
man is on salary and works directly for the Com- 
pany. The definite income which this plan makes 
possible is appreciated by our agents. The agent 
is an integral part of the Home Office organiza- 
tion and has an opportunity to increase his income 
by commissions on excess business. If interested, 
write to— 


Puritan Life Insurance Company 
Rhode Island 


Providence 
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LIFE INSURANCE CoO. 


GOOD fERRitoRY 


COMPANY 
FOR GOOD MEN 


CBRobbins, Pres. CB Svaboda; Secy 
HOME OFFICE: CEDAR RAPIDS. IOWA 





—— —— 
30th Annual Edition—Ready 


Fire Insurance Laws, 
Taxes and Fees 
1930 - 1931 


Revised according to 1930 Legislation, the 
new edition contains over 750 pages of most 
useful information, treats of many additional 
subjects, and includes County and Municipal 
taxes and fees. 


PRICE $25 


A Companion Book to Be Issued Shortly 


1930-1 EDITION ; 


CASUALTY INSURANCE LAWS, 


TAXES and FEES | 


Will be of great value to casualty, surety and 
miscellaneous insurance companies and repre- 
sentatives. 

Send in Your Order Now. 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 WEST 39th STREET, NEW YORK 
CHICAGO BOSTON NEW ORLEANS 
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Local Agents to Share in 
Sears & Roebuck Business 





Chicago Agency Arranges Na- 
tion-wide Coverage to Pick Up 
Policies as They Expire 


A nationwide coverage to pick up 
specific policies on Sears, Roebuck busi- 
ness as they expire has been evolved 
by Eliel & Loeb, of Chicago, under 
which all business is to be handled 
through a designated local agency in 
each locality where Sears, Roebuck has 
an establishment, the commission to be 
paid at the end of the policy year, af- 
ter the actual premium has been es- 
tablished. 

This announcement comes in the fol- 
lowing letter written to President 
Percy H. Goodwin of the National As- 
sociation of the brokerage firm. 

Dear Mr. Goodwin: 

As promised in our recent conversa- 
tion, we are writing to inform you of 
the new plan for handling Sears, Roe- 
buck & Co.’s insudrance, which we an- 
ticipate will take effect about Dec. 1. 

A nation-wide coverage has been ar- 
ranged for all of the retail stores nad 
non-manufacturing warehouse proper- 
ties. This coverage will pick up spe- 
cific problems as they expire. We have 
made the following arrangement with 
the company: 

They will pay us 5 per cent override 
above the regular brokerage commis- 
sion, which will be paid at the end of 
the policy year after the actual pre- 
mium has been established, and which 
we will then distribute on a pro-rata 
basis to the local agents in the towns 
where Sears, Roebuck. & Co.’s stores 
are located; in other words, we shall 
designate which agent shall receive 
this commission and pay him 5 per cent 
of that proportion of the national cover 
which applies to that town. As soon as 
practicable, after the policy has taken 
affect, we will prepare a list of agents 
so to be favored and will write them 
letters indicating that they have been 
selected to represent us and Sears, Roe- 
buck & Co. as the local agent for thsi 
policy and explain to them what we ex- 
pect of them in connection therewith. 
We have in mind selecting these agents 
and writing to them some time before 
the close of the year, if itis possible 
to do so. 

You are free to use this information 
as you may see fit in your talks with 
agents throughout the country. 

Yours very truly, 
ELIEL & LOEB Co. 


Mortgage Companies Alarmed at 
Insurance Cancellations 


BIRMINGHAM, ALA., Dec 3.—Mort- 
gage companies in Birmingham have 
adopted a new plan requiring that a 
fire or tornado policy be marked “paid” 
when delivered to them as mortgage. 
They claimed that the growing prac- 
tice of agents in canceling policies for 
non-payment of premiums was leaving 
much mortgage property uncovered. 
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California Report Shows 
Insurance Growth 


The growth of the insurance business 
in California is indicated in the report 
of E. Forrest Mitchell, commissioner 
of insurance, for the period of Oct. 15 
to Nov. 15. A total of 4240 agents’ 
licenses were issued and 38 brokers’ 
licenses were granted to persons in the 
northern part of the State and 60 in 
the southern. 

Certificates of authority to operate 
in the State have been granted to the 
American Reserve of New York City, 
H. B. Ticknor, San Francisco, general 
agent, to write fire, sprinkler, automo- 
bile, aircraft and miscellaneous insur- 
ance; Paul Revere Life of Worcester, 
Mass., H. C. Bradbury, San Francisco, 
general agent, for life, accident and 
health insurance; and the Texas Na- 
tional of Dover, Del., for fire and au- 
tomobile insurance. T. J. Keleher, Los 
Angeles, is general agent. 


National Fidelity Fire to Issue 
New Stock 


BALTIMORE, Nov. 26.—The National 
Fidelity Fire Insurance Co. of Amer- 
ica has announced through Howard 
C. Bregel, its general counsel, that, 
due to the rapid growth of the com- 
pany, a plan is being submitted to the 
stockholders, for their ratification, 
wherein five shares of its stcok will 
be issued for each one now held, the 
new shares to be placed on a dividend- 
paying basis. 

The company was organized on Aug. 
1, 1929, with a capital and surplus of 
$200,000, and now has, after 18 months 
of successful operation, resources in 
excess of $1,500,000, and through its 
agencies is writing business through- 
out the United States. 


Aetna Appoints Farm Special 


The Aitna (Fire) Insurance Com- 
pany has announced the appointment of 
Harmon L. Puryear as farm special 
agent in Texas. Several years ago he 
became a member of the AStna farm 
department at Oklahoma City, spend- 
ing most of his time doing field work. 
In his recent appointment as farm 
special agent, Mr. Puryear will have 
his headquarters at 1301-2 First Na- 
tional Bank Building. 








Agents have not complained of this 
practice of some of the leading loan 
companies. They of course reserve the 
right to cancel a policy at any time 
and prorate the premium. However, 
they have rather seized upon the idea 
of “passing the buck” for being “hard 
boiled” in collecting premiums on to 
the mortgage companies. 
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Important Decision Affects 
Insurance Agency Law 





Illinois Appellate Court Declares 
Broker the Agent of Assured 
and Not the Company 


An outstanding ruling of vital im- 
portance to fire insurance companies 
and their relations with brokers has 
just been handed down by the [Illinois 
Appellate Court in a case taken up by 
the Concordia Fire Insurance Com- 
pany. In the decision an insurance 
broker in procuring a policy of insur- 
ance is declared to be the agent of the 
assured and not of the company issu- 
ing the policy. 

Only once before have the courts con- 
curred in this opinion, and in the 
present case the Illinois appellate court 
remands for retrial the appeal of the 
Concordia from a judgment of $1,480 
returned against it in the municipal 
court of Chicago. 

In the same decision the Illinois ap- 
pellate court holds that an agent of a 
fire insurance company does not have 
the authority to waive the conditions 
of a policy, especially the filing of 
notice of loss in writing within fifteen 
days after occurrence of the loss, and 
a sworn proof of loss within sixty days 
after loss occurs. There is not as 
much emphasis placed on this point as 
that concerning the authority of the 
broker, however. An allegation of 
fraud made by the Concordia is also 
passed over by the court, with the de- 
claration that evidence allowed by the 
trial court holding the broker to be 
the company’s agent, is sufficient to re- 
verse and remand the case. The 
opinion has aroused much interest in 
Chicago, especially among insurance 
brokers, for it has been generally 
agreed for years that the broker is the 
representative of the assured, although 
the courts had not previously passed 
upon the question, except a New York 
State decision bearing upon the sub- 
ject. 





Transcribing Executives Associ- 
ation Formed 


Miss Evelyn Decker of the Con- 
tinental Insurance Company was 
elected president of the Transcribing 
Executives Association at its inaugural 
meeting held in New York recently. 
The purpose of the association is to 
bring together the executive heads of 
transcribing departments for the dis- 
cussion of departmental development 
in dictaphone, ediphone, stenographic 
and duplicating machine central bu- 
reaus. Mrs. Julia C. H. Allen of the 
United Business Publishers, Inc., was 
elected secretary and treasurer. 


Fire Insurance 
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PROTECTION AT A PROFIT. 


CASUALTY COMPANIES PRO- \: 
CURE IT FROM | f: 


EMPLOYERS | | : 
REINSURANCE. | |: 
CORPORATION 


KANSAS CITY, MO. 


























THE SPECTATOR 
December 4, 1930 












jL_ 


OR 





me 
ia 
‘J 
4 
4 


PR ee ne De 
Litt aiid apa spiel 






















MISCELLANLO 
| ye 


WH» 
CASUALTY-SURETY- 
us INSURANCE 


“Op 











Liability Limits Up 
for Question 





Court of Appeals to Give 
Interpretation of Section 
109 of N. Y. Law 





Case Attracts Attention 





Right of Insurance Companies to 
Fix Definite Limits to 
Be Decided 


The right of an insurance company to 
limit liability in an automobile policy, 
and the interpretation of Section 109 
of the New York State Insurance Law 
is under consideration in the Court of 
Appeals in Albany. So far reaching 
is the effect of the ultimate decision of 
the court in the test case of Samuel 
Brustein, plaintiff-respondent, vs. the 
New Amsterdam Casualty Company, 
defendant-appellant, that the New 
York State Insurance Department has 
filed a brief as amicus curiae through 
Attorney General Ward. 

Facts in the case show that in 1925 
Bessie Brustein, wife of the plaintiff, 
was injured in Brooklyn by an auto- 
mobile driven by Sol Pion. She later 
sued Pion and was awarded damages of 
$8,154. Pion, at the time of the acci- 
dent, held an insurance policy issued 
by the New Amsterdam Casualty 
Company with $5,000 to $10,000 limits. 
The New Amsterdam paid $5,145 on 
the judgment with certain interest 
added. On the same day as the suit 
of his wife was filed, Samuel Brustein 
filed suit to recover damages sustained 
by him in the payment of doctor’s bills, 
loss of his wife’s services, etc., and 
was given a verdict of $2,634. Pion 
was insolvent, and Brustein, on the 
strength of this judgment, brought suit 
against the New Amsterdam Casualty 
Company. 

The New Amsterdam Casualty de- 
fended on the ground that under its 
policy its liability was limited “to 
$5,000 for one person injured or killed, 
and subject to that limit for each per- 
son” * * * “total liability on ac- 

(Concluded on page 39) 
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LATE NEWS FLASHES 


NEwarRK, N. J.—Robert Tyre Jones, 
Jr., the famous “Bobby” of the golf 
world, was appointed a director of the 
Public Indemnity Company at a meet- 
ing of the board of directors last week. 





Boston, Mass.— Walter Schroeder 
of Milwaukee, of the Chris Scroeder 
and Son Company, general agents, was 
elected a director of the Massachusetts 
Bonding Company at the November 
meeting of the board. 





PHILADELPHIA, PAa.—Casualty com- 
panies as a whole will show a drop in 
premium volume and an increase in 
loss ratio at the end of this year, in- 
surance men in this city believe. 





New York City.—The general war 
on racketeers and gangsters being 
waged here by District Attorney Crain 
received added support this week when 
several British companies announced 
their decision to provide insurance pro- 
tection against sabotage and other 
forms of property damage by rack- 
eteers, mobsters, and gunmen. 





Howard Osborn Resigns 
from Equitable 





Was Vice-President and Supt. of 
Agents; Has Not Announced 
Future Plans 


Howard T. Osborn has announced his 
resignation as vice-president and super- 
intendent of agents of the Equitable 
Casualty & Surety Co. 

Mr. Osborn, who is one of the best 
known agency production officials in 
the United States, was connected with 
the National Surety Co. for almost six- 
teen years, engaged in field develop- 
bent throughout the country, as agent, 
branch manager and supervisor. After 
a notable record of success with that 
organization, Mr. Osborn joined the 
Equitable Casualty & Surety Co. and 
has been particularly active in the 
rapid growth of that company’s agency 
plant outside the New York metropoli- 
tan area. He has not yet perfected his 
future plans. 


Opens Investigation of 
Acquisition Costs 





James Beha in Chicago with 
Staff of 21 to Make 


Research 





Finds No Opposition 





Says National Bureau Plans No 
Punitive Measures in Violation 
Cases; Rates Under Scrutiny 


CuHIcaGco, Dec. 3.—With a staff of 
twenty-one investigators and account- 
ants in his charge, James A. Beha, 
general manager of the National Bu- 
reau of Casualty and Surety Under- 
writers, arrived in Chicago this week 
and commenced the giant sized task of 
auditing the books of all of the casual- 
ty and surety offices of Chicago. 

The audits are a part of the thor- 
ough investigation into the casualty 
and surety acquisition costs in Chicago 
and Cook County, under way by the 
National Bureau. Violations of the 
acquisition cost rules in Chicago have 
been numerous and flagrant for several 
years. 

Mr. Beha intends to get complete 
picture of the true condition in Chicago 
both as to rate cutting and excess com- 
mission payments. He announced that 
he has not found very strong opposi- 
tion on the part of the general agencies 
to inquiry. It had previously been re- 
ported that the general agents would 
strenuously object to opening the books 
of the investigators. The branch offices 
have received instructions from their 
home office to give the auditors every 
assistance. 

Mr. Beha has assured the general 
agents that any information that he 
obtains will be very confidential and 
that he does not contemplate any puni- 
tive measures against those who are 
tound to have violated the rules. It is 
his desire only to get an understanding 
as to the true condition so as to guide 
the national bureau in future enforce- 
ment of the rules. 


Casualty, Surety, Etc. 




















WHAT ABOUT 
Your Prorits? 


The proper and consistent development of fidelity and surety 
lines is concededly profitable to agents. 


This company is extraordinarily well qualified to assist and ser- 
vice agents in solving surety and fidelity problems. Practically all 
of its officers have themselves been agents and consequently ap- 
proach difficulties with a field viewpoint. 


General agency connections in fidelity and surety lines are still 
available in some territories. A letter from you will bring a prompt 


and personal reply. 


Equitable Casualty & Surety 
Company 


JOHN L. MEE, President 


2 Lafayette Street New York City 


“Equitable in Practice as in Name” 
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Thomas Bean Joins Eagle 
Indemnity Co. 





Well-Known Production Man 
Leaves Globe Indemnity 
for Eagle Post 


Thomas Bean, one of the outstanding 
agency development men in the insur- 
ance business, formerly vice-president 
of the New York Indemnity Company, 
has been appointed manager of pro- 
duction for the Eagle Indemnity Com- 
pany, it was announced this week. Mr. 
Bean’s experience has been extremely 
varied, and he has gained considerable 
reputation as a production wizard. 

He joined the Globe Indemnity Com- 
pany as associate superintendent of 
the accident and health department, 
but transferred to the Cleveland gen- 
eral agency as vice-president, where 
his ability as a business stimulator 
was proven in a large increase in pre- 
mium volume. 

His success in this field brought him 
the vice-presidency of the New York 
Indemnity, where he was in charge of 
production. He later returned to the 
Globe and transfers at the present time 
to the Eagle Indemnity Company. 


Court Interprets Difficult Case 
Under Compensation Act 


RALEIGH, N. C., Dec. 2.—Three in- 
teresting decisions involving an inter- 
pretation of the workmen’s compensa- 
tion laws were handed down in North 
Carolina recently, one by the State 
Supreme Court and the other two by 
Industrial Commissioner A. T. Wilson. 

The North Carolina Supreme Court 
held that the law did not provide for 
compensation for death occurring “ 
course of employment” and not arising 
“out of employment.” This decision 
was in the case of the widow of Robert 
Boozer Harden, who sought damages 
because her husband was shot while 
a night watchman for the Thomasville 
Furniture Co. The death of Harden 
did not occur because of his duties, but 
grew out of a difference with another 
employee who shot him. 

Commissioner Wilson awarded com- 
pensation in the case of A. D. Beal, a 
room clerk in a hotel, in Raleigh, who 
was called to testify in a divorce trial 
that a married woman had registered 
as the wife of another man. He was 
injured in an automobile accident 
while going to attend the trial. 

The Commissioner also awarded com- 
pensation to P. A. Reynolds, a staff 
cartoonist of a Raleigh newspaper, 
who suffered infection from a blistered 
heel while running to make a photo- 
graph for his paper. 
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Frank L. Stabler Resigns 
from Svea and Hudson 


Frank L. Stabler resigned as first 
assistant United States manager of the 
Svea F. & L. Insurance Company, vice- 
president of the Hudson Insurance 
Company and assistant United States 
manager of the Christiana General In- 
surance Company last Friday, effective 
immediately. 

Mr. Stabler has had a long and suc- 
cessful experience in the fire insurance 
business. Starting in the agency con- 
nected with a bank at Fremont, Neb., 
in which he worked as a young man, 
he later joined the Western depart- 
ment of the North British & Mercan- 
tile Insurance Company at Chicago, 
worked up through various grades and 
became State agent in Indiana. Mr. 
Stabler moved to New York when 
Western department headquarters were 
brought here and later was made gen- 
eral agent in charge of the Central de- 
partment, comprising Ohio, Kentucky, 
ennesee, Michigan and Wisconsin. 
There he made a good record. After 
the North British took charge of the 
operation of the Interstate Fire of De- 
troit, Mr. Stabler was sent to Detroit 
to supervise that company and shortly 
thereafter resigned. 

In the summer of 1922 he was ap- 
pointed to the positions from which he 
has just resigned and has worked hard 
in building up the business of the Svea 
and the Hudson. He has made an ex- 
cellent record both as a business pro- 
ducer and underwriter. 


B. J. McGinn Pays Homage 
to Claim Men 


A properly functioning claim de- 
partment is one of the most important 
factors in the success of a surety com- 
pany, said B. J. McGinn, vice-presi- 
dent of American Surety of New York 
and manager of the claims department 
of the New York Casualty Company, 
in addressing representatives of the 
two companies at a conference in San 
Francisco, Nov. 20 and 21. 

Mr. McGinn declared that the claims 
department is entitled to its fair share 
of credit for production. “Unless the 
claim department functions properly it 
can drive business away so fast that 
the producers cannot keep up with 
the procession. A claim man has a 
sales power that cannot be overlooked,” 
he said. 

He outlined the various duties of a 
claim department and discussed at 
length the many problems that con- 
front it. He urged that the fullest 
cooperation be given to the department 
at all times. 
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Maryland Casualty Agency 
Change 


BALTIMORE, Dec. 2.—Ernest Elli- 
son, general agent of the Maryland 
Casualty Company for portions of 
North and South Carolina, has re- 
signed, effective Dec. 1, but will con- 
tinue to act in the same capacity for 
Mecklenburg County, N. C. The rest 
of the territory will be taken over by 
H. E. Mayhew, who has been Mr. 
Ellison’s assistant as resident man- 


ager. 





WHAT IS MERIT RATING AND WHAT 
IS ITS PURPOSE? 


The manual rate for a given classifica- 
tion is based upon the average experi- 
ence of a large number of risks pre- 
senting similar general characteristics. 
Classifications are carefully selected and 
defined. However, it may readily be 
seen that in any classification two risks 
may differ widely as to hazard. 


As an example, take the machine shop 
classification in compensation insurance. 
Of two shops, one may be operated on a 
very efficient basis, with a modern plant 
equipped with recognized safety devices 
with consequent favorable effect on the 
accident record. The other may be to 
the opposite extreme, utilizing old worn 
machines, with little regard to the safety 
of employees, creating an adverse acci- 
dent experience. While, according to 
the manual, both would take the same 
rate, it is obvious that the better 
equipped shop is entitled to recognition 
for its lower accident exposure. Hence, 
merit rating. 


Merit rating supplements the manual and 
recognizes individual hazard differences 
in risks involving the same general char- 
acteristics. Because it recognizes these 
differences, it encourages safe practices, 
thereby promoting humanitarianism, 
as well as producing an equitable rate. 


Merit rating as practiced by conferenc 
stock casualty companies is applied in 
two forms, schedule rating and experi- 
ence rating. These will be discussed in 
subsequent issues of this series. 
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CHRISTMAS SUGGESTIONS A-!I Ratin g / 
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dd ” i 
| Remarkable Progress g 
; 4 
| says Best's 
“In the short space of time that ; 
they have been in business they : 
have made remarkable progress. fs 
thevuss Coeutiiaiin One of the comparatively few | ; 
& J of the newer companies that we , 
THE approach of Christmas offers agents an have given our A-1 Rating.” fs 
excellent opportunity to suggest to clients a 4 
Commonwealth Sterling Income Contract as So wrote Best’s recently I 
the most suitable gift to one’s self, to an agent who made in- r 
A GUARANTEED income in event of accident or before taking on the ‘ 
or illness is much to be desired, Guardian. _ 
4 
COMMONWEALTH Sterling Income Contract a Te v 
is rated right and carries a good commission. ~ | s 
GUARDIANYICASUALTY 
Commonwealth Casualty Co. COMPANY 
(OLDEST PHILADELPHIA CASUALTY COMPANY) 
Philadelphia | OWEN B. AUGSPURGER, President 
eee ae Home Office: Buffalo, N. Y. i: 
Agencies Open in 18 States f 
t 
— —= i 
t 
a 
66 . f 
We want 2,000 copies.. 
t 
.1T WILL BE OUR OFFICIAL TEXTBOOK!” c 
| t 
z é O wrote the official of ‘ 
WALTER CLUFF'S a large lite insurance ‘ 
course of study in " s 
company after reading ; 
LIFE Walter Cluff’s new book Zipvy 
UNDERWRITING | on Life Underwriting 
EFFICIENCY Efficiency, which has just J 
Now ready come off the press. THE COURAGE, 
in book form Based upon the experi- ENERGY AND PRO- 
ences and experiments of GRESSIVENESS OF 


many . years educational 
direction of thousands of 
life agents this book is 
being acknowledged as 
the best life insurance 
sales manual ever devel- 


Send for this 
Book today. 
Your money 
back if you 
don’t profit 
byreading it! 


EDITION LIMITED 
: : AGEPEES oc cccccccccccccccccccces : 
Check here if ti rice 
RUSH COUPON————' Py > pallida 
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| THE INSURANCE FIELD H 
| Box 617, Louisville, Ky. H 
: Enclosed is one dollar. ; 
; Cluff’s new book to me. 4 
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Federal Surety Company | 





YOUTH GUIDED BY 
THE KNOWLEDGE 
AND WISDOM OF AGE. 
BEAT THAT! 


WRITE TO 
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“THAT YOUNG COMPANY” 


Home Office 


Davenport, Iowa 
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J.C. H. Flynn Finds Errors in Schemes 
for Unemployment Insurance 


Deputy Attorney General Riddles Suggestions for 
Job Coverage, Seven Reasons for Unemploy- 
ment Are Advanced 


By JosEPH C. H. FLYNN 


S was to be expected, the dis- 

tressing conditions affecting wage 
earners unable to obtain employment 
have provided the occasion for some 
public officials to rush into print with 
schemes promising money relief to the 
unemployed without knowing how their 
plans would work out or whence the 
money would come, and apparently not 
earing. One needed not the gift of 
prophecy to guess that some one would 
suggest unemployment insurance, so it 
was not surprising that two Brooklyn 
senators on the same day raced each 
other into print with that idea as the 
cure-all. They both promised that 
when the Legislature convenes next 
month they will introduce measures 
calling for compulsory unemployment 
insurance for working men. Just the 
form their proposed legislation would 
take, was not explained, as they are 
in doubt. But they will legislate just 
the same. 

The fact that unemployment insur- 
ance has never yet worked out satis- 
factorily any place it was tried, and 
that many experts on insurance mat- 
ters do not think it can be worked 
out, does not even cause the senators 
to pause. The further fact that neither 
decent, self-respecting employees nor 
employers want this type of insurance 
seems not to have made the slightest 
impression on our lawmakers, whose 
prescription for all our ills, social, 
political and economic, seems to be 
legislation, and even more legislation. 

Insurance benefits are not like the 
rain. They do not fall from the 
heavens. They have been paid for in 
the shape of premiums by many peo- 
ple. Who will pay for unemployment 
insurance? The employee? Then what 
profit accrues to him if he eventually 
receives less than he pays? If he re- 
ceives more—then his fellow employee 
is paying the freight. Suppose the 
employer pays. He will add what he 
pays plus a little more to the cost of 
his product, and then we will find the 
consumer, also a working man, will pay 
him. If the State pays, it will pass the 
burden to the taxpayer, who in turn 
will pass it on to the rent payer, who 
is almost always a workingman. Thus 
from any angle the matter is ap- 
proached, the workingman will do all 
the paying. He will be accepting a 
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charity that he is paying for, and will 
have to submit to supervision and offi- 
cial “snooping” into his private and 
industrial life. It is no wonder labor 
unions and_ self-respecting working 
people have no use for this kind of 
insurance. They know that the only 
real cure for unemployment and the 
ills that follow is more work and a 
stabilization and readjustment of in- 
dustry that will bring that about. The 
worker who respects himself and 
wishes to be respected wants a steady 
job, not charity; an opportunity to 
stand on his own, not a handout. 

If we look into the question from a 
technical, insurance point of view, we 
find that the causes of unemployment 
are about seven. We have idleness be- 
cause of (1) disputes between employer 
and employee resulting in strikes, 
walkouts and lockouts; (2) lack of 
qualifications in the worker; (3) loss 
of market; (4) introduction of new 
machinery that wipes out jobs; (5) 


overproduction; (6) seasonal inac- 
tivity in particular industries; (7) 
business depression and financial 
stringency. 


Insurance on unemployment cannot 
be written on any sound basis except 
for the last three causes, and then only 
with great difficulty and for short 
period coverage. Extended idleness 
would wipe out any fund and call for 
charity, public or private. Even this 
type should not be attempted excepting 
only as a part of a program of stabili- 
zation in industry or in aiding to pro- 
vide a more effective and a better 
credit control and after the greatest 
consideration has been given to its 
practicability. Particularly should we 
reflect long and seriously since we 
know that all schemes covering all em- 
ployees for any set of causes have 
been unsatisfactory. As soon as a 
plan went into effect, we find that 
there were great demands for increased 
benefits and decreased restrictions, cer- 
tain industries demanded special con- 
sideration and the rules that compelled 
certain standards of employment and 
wage scales regardless of finances, to 
say nothing of employees being com- 
pelled to take jobs at reduced pay, 
provided a social, political and eco- 
nomic unrest that was well nigh ruin- 
ous to employer and employee alike. 
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Court Upholds Assessment 
in Failure of Mutual 





Justice Peters Favors Supt. 
Behan in Suit Over World 
Mutual Casualty Co. 


Supreme Court Justice Curtis 
Peters, of New York, last week 
handed down decisions awarding 402 
judgments against members of the 
World Mutual Casualty Company in 
favor of Thomas F. Behan, Deputy and 
acting Superintendent of Insurance, as 
liquidator of the insurance company. 

The World Mutual Casualty Com- 
pany was placed in liquidation by 
Supreme Court order dated June 23, 
1924. Shortly thereafter the Superin- 
tendent levied 23,110 assessments 
against members of the company. 
Only 413 members filed objections to 
the assessments, which the court re- 
ferred to a referee who held that eight 
of the persons assessed were not liable 
and should not be assessed. The other 
405 were held liable. When the 
referee’s report was brought before the 
court for confirmation, Justice Peters 
found that three others were not as- 
sessable. The remaining 402 members 
were held to be liable, and Justice 
Peters awarded judgments against 
them for the amounts assessed against 
them by the Superintendent of Insur- 
ance. In addition to the amounts as- 
sessed, Justice Peters awarded court 
costs and disbursements in favor of 
the Deputy and Acting Superinten- 
dent. 


Fireman’s Fund Appoints 


Firemans Fund Indemnity announces 
the appointment of Duane T. Shinn as 
adjuster for the State of Washington, 
with offices at the company’s Pacific 
Northwest branch at Seattle. 

Mr. Shinn, a graduate of the Uni- 
versity of Washington in 1923, prac- 
tised law in Seattle and then entered 
insurance work in the claims depart- 
ment of the Travelers Insurance Com- 
pany. He now leaves the position of 
assistant adjuster with The Travelers 
to join the staff of the Fireman’s Fund 
Indemnity as adjuster for Washington. 








We all know now that the most com- 
plete and harmonious cooperation be- 
tween employers and employees make 
for prosperity and security for both 
groups, and that for a nation to be 
prosperous, its citizens must be in- 
dustrious and resourceful. Any scheme 
that encourages employees to stay idle 
while receiving a bounty from the gov- 
ernment, employers or fellow workers 
should die aborning. 
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FRONT WHEEL DRIVE— 


The value to an automobile of the front wheel drive 
is well known—its value to a salesman is not so well 
known. A company that pulls its men along instead 
of pushing them offers a front wheel drive for their 
salesmanship. Fidelity is such a company. 

Its lead service and Low Rate policies make selling 
easier. It offers a live-and-let-live contract backed by 
more than half a century of fair dealing. It is finan- 
cially solid and operates in thirty-nine states, including 
New York, on a full level net premium basis. It has 
over $422,000,000 insurance in force. 


A front wheel drive company that pulls 
rather than pushes. 


Openings available for the right men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
Philadelphia 


Water LeMar Tatsort, President 

























COME TO 
SOUTHERN CALIFORNIA 


The land of prosperity and health. Unrivalled as 
an agricultural, industrial, home community, where 
industry is alive and living is a pleasure. 








Real Money for live wires with 


PACIFIC STATES 
LIFE INSURANCE COMPANY 


Hollywood, California 
William L. Vernon, President 


R. N. Stevenson 
Vv. P. & Agency Mgr. 
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The Rewards of 


Consistency 


F A BUSINESS MAN takes care of his business, 
the business takes care of him. Life insurance 
field work is a business, and subject to the prin- 

ciples of general business. Those who achieve in 
this work are those who give it their undivided and 
full thought and effort. Isn’t this merely natural 
and logical? 


Life insurance field work under satisfying condi- 
tions is a career giving opportunity for achievement 
and profit according to ability and undivided effort. 
THE MUTUAL LIFE INSURANCE COMPANY OF NEW 
York affords such conditions to its field workers. 
Life insurance in all standard forms, annuities, dis- 
ability and double indemnity benefits, prompt and 
equitable dealings, and facilities for serving policy- 
holders in practical ways combine to make its agency 
force successful. 


Earnest-minded men and women of character and 
ability contemplating a career in full-time field work 
are invited to apply to 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street New York, N. Y. 
DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 


an 
Manager of Agencies 














FORGING AHEAD 


THE COLONIAL LIFE INSURANCE 
COMPANY OF AMERICA 


Now in Tenth Place and Leading 
Forty Other Companies 


Wide Variety of Industrial and Ordinary 
Policies Adapted to the Insurance Needs 
of the Whole Family. 


There’s No Better Contract Anywhere 


OFFICERS 


E. J. HEPPENHEIMER, President 
C. F. NETTLESHIP, Vice-President S. R. DROWN, Secretary 
G. T. SMITH, 2nd Vice-President E. C. WISE, Treasurer 


Home Office—Jersey City, New Jersey 
Over $120,000,000 in Force 


“A Good Company To Represent 
Represent a Good Company” 
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Safety Work Fails to Cut 
Auto Accident Rate 





Constant Increase in Death Toll 
Despite Safety Appliances 
Points to Human Element 
Despite modern safety engineering 
in the motor car field, automobile acci- 
dents continue at a high frequency 
level, and are constantly increasing 
rather than decreasing, according to 
the Fidelity & Casualty Company of 

New York. 

Proof of this is shown in the 
total of accidents and deaths due to 
motor vehicles, the number of fatali- 
ties that have occurred thus far in 
1930 making a new high record and 
indicating an aggregate for the year 
exceeding 33,000. 

Commenting upon the frequency of 
automobile accidents, W. McK. Rillas, 
vice-president of the Fidelity and Cas- 
ualty, said: “An analysis of figures 
fathered by the National Safety Coun- 
cil shows that last year 55 per cent 
of the motor fatalities were due to 
collisions between autos and pedes- 
trians, and 19 per cent to collisions 
between motor cars. For some reason, 
the highest automobile death rate was 
recorded on the Pacific Coast and the 
lowest in the western South Central 
States. Fewer women than men are 
involved in motor accidents—on a pro 
rata basis—perhaps because women 
for the most part drive in non-con- 
gested suburban areas during week- 
days when traffic is light. 

“Realizing that their product is the 
leading cause of accidents in the 
United States today, automobile manu- 
facturers have made commendable ef- 
forts to enhance the safety of motor 
car operation by installing four-wheel 
brakes, non-shatterable glass, auto- 
matic windshield wipers, stronger 
steering apparatus and other protec- 
tive features, yet the number of in- 
juries and fatalities they cause con- 
tinues to mount from year to year. 

“One hesitates to urge stricter con- 
trol of the licensing of drivers, but the 
rising total of accidents caused by the 
heedless may force the enactment of 
more stringent regulation, in the inter- 
ests of public safety. It is clear that 
in some manner the human factor in 
the situation must be made subject to 
more effective measures.” 


Marmorstein Agency Appointed 

The Great American Indemnity Com- 
pany announces the appointment of 
Henry S. Marmorstein, Inc., as general 
agents in Jersey City, N. J. This 
office, which was organized in 1921, 
ranks high among the Jersey City 
agencies and controls a large volume 
of desirable business. 
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C. H. Pritchard Joins General 


Reinsurance Corporation 


President E. H. Boles of the Gen- 
eral Reinsurance Corp. announces the 
appointment of Charles H. Pritchard as 
assistant vice-president of the company. 

Mr. Pritchard started his insurance 
career with the Travelers at Hartford 
and spent several years in their under- 
writing departments. Later he became 
associated with the Independence In- 
demnity at Philadelphia, where he was 
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active in underwriting and production 
work until his transfer to their metro- 
politan office as assistant manager. 
Subsequently he became production 
manager for the Eagle Indemnity Co., 
one of the Royal group, and he leaves 
the Eagle to become connected with 
the General. 

Mr. Pritchard comes to the General 
with a well-rounded experience in the 
casualty business, and President Boles 
feels that this experience will assist 
the General in increasing its service to 
the direct writing companies. 





The 


other 





Insurance; 
plan. 


OF NEW YORK 


New York, St. Louis, 


What Kind of 
INSURANCE 
Do We Write? 


American Credit-Indemnity Co. 
writes Credit Insurance exclusively. 


The entire thought and interest of our 
large home office organization, as well as 
our 47 branch offices, 
the one subject—Credit Insurance—and 
how to make it more valuable to Manu- 
facturers and Jobbers. 


American Credit Insurance 


We have been writing Credit Insurance for almost 
forty years—and we write more of it than any 
company in the world. 


Our files are full of commendatory letters from 
America’s Business Leaders. 


. General Insurance Brokers, you can make money 
in the selling of American Credit Insurance. Why 
not talk it over with us? 
present clients are not yet protected by Credit 
then write us for the details of our 


c lhe AMERICAN 


CREDIT~ INDEMNITY Co. 


J. F.M*° FADDEN, eresipant 


Offices in All Leading Cities 

Chicago, 

San Francisco, Philadelphia, Baltimore, Detroit, 
Atlanta, Milwaukee, etc. 


In Canada—Toronto, Montreal, etc. 
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NOW READY! 
DON’T MISS THIS CHANCE 


W hen a million dollar a month producer puts in 
writing how he does it so that any reader can adopt 
his methods, surely this is an opportunity not to be 
overlooked by any life insurance salesman. This is 


what Charles P. Rogge has done and it is all available 
in the new book entitled— 


SUPER SELLING WITH ROGGE 


Mr. Rogge has put in this book reproductions 
















of the cards he uses in his work, the sales 
letters he has found most effective, articles 
he and his associates have written for the 
insurance press, and discussions of his 
methods by such men as Shaemas 
O’Sheel and Ad Man Davison. It offers a 
complete course on selling “‘big business.” 








INSURANCE COMPANIES General Agents and Managers 


Start your sales force off with a bang for 


What finer holiday gift could you place 1931. Give each man a copy of “Super- 


in your salesmen’s hands than this beau- Selling With Rogge” for Christmas. You 

tifully printed and bound treasure chest will be handing him thousands of dollars 

of life insurance sales ideas? of new business that he will be sure to 
write. 

PLACE YOUR ORDER NOW!! PLACE YOUR ORDER NOW!! 




















ORDER FORM 


THE SPECTATOR COMPANY 
243 West 39th Street New York 


PlSASE SCH CENE 5.0 0:2: sien oiesnesn's cop..... of SUPER-SELLING WITH ROGGE for 
which I agree to pay you at the prices quoted below. 





SINGLE COPY, $3.00 


12 copies $34.20 50 copies $127.50 PRE AIRS nn oye raha orn ois ose) een vatare ctoete wincttl teres aetna 
Zo. 6750 100 * 240.00 
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The Cost of Dying @ 


The Spectator Company Issues New Edition of 
Famous Leaflet with 1928 Tax Law Revisions 


HEN William T. Nash wrote his 

now famous leaflet, “The Cost of 
Dying,” he chose indeed a_ graphic 
title for a lesson that never lacks illus- 
tration in daily life. As a case in 
point, the ink was scarcely dry on the 
new and resived sixth edition of this 
leaflet when the newspapers featured 
one morning the details of the late 
Thomas Fortune Ryan’s estate. The 
famous financier left an estate that is 
estimated to be worth $125,000,000, but 
before the properly designated heirs 
could receive a penny of it, $21,761,363, 
or over 17 per cent, was first collected 
by the State and Federal governments, 
in cash, in the form of inheritance 
taxes. 


That is a staggering sum and clear- 
ly shows, as “The Cost of Dying” 
points out, what a great mistake it is 
to regard the inheritance tax as an in- 
cidental expense. Because of it the 
rich and well to do have come to real- 
ize, as well as the poor, that death 
leaves in its wake financial disaster. 

The dangers of unpreparedness in the 
matter of inheritance taxes and the 
way in which life insurance may be 
utilized to cover such depletions are 
the topics which Mr. Nash concerns 
himself with in “The Cost of Dying.” 
The result is a leaflet of unusual dis- 
tinction in the field of life insurance 
literature because it has been the means 
of admittedly “hopeless” cases turning 
a complete about face to buy policies 
of large amounts. The leaflet is now 
issued by The Spectator Company, re- 
vised to conform to the 1928 Tax Law. 

Have you, as an egent, been unable 
to interest the wealthy men in your 
community in life insurance? Then, 
here, in “The Cost of Dying,” is your 
“open sesame” to their most serious 
attention. 

The burdens of inheritance taxation 
are by no means limited to the rich. In 
a brilliant analysis Mr. Nash points out 
that the estate of the small business 
man, farmer and landlord, the person 
of moderate means, is, through the va- 
rious State tax laws, subject to seri- 
ous penalties also. “The Cost of Dy- 
ing” covers these situations in detail 
and shows just how life insurance may 
be applied in their solution. 


Of the 68 pages in’ this pamphlet 22 
pages consist of Mr. Nash’s essay; the 
remainder being. devoted to the text of 
the Federal Estate Tax Law of 1928. 
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Attractively brought out in a striking 
art cover, the cost of a sample. copy 
of “The Cost of Dying” is twenty-five 
cents. In lots of 100 copies the price 
is $15; 500 copies, $60; 1000 copies, 
$100; 5000 copies, 400, and 10,000 
copies, $750. 


California Life Agents 
Protest 





Charge Bank of America Repudi- 
ates Promise to Abandon 


Agency Field 


Life insurance agents of California 
have been urged to unite in a protest 
and active drive against the writing of 
life insurance through and by the Bank 
of America, the successor to the Bank 
of Italy. The fight is a continuation 
of that carried on by the California 
Association of Insurance Agents for 
the past three years and which appar- 
ently concluded with a statement by 
President A. J. Mount that the bank 
would withdraw from the agency busi- 
ness. 


In an address to life agents at 
Stockton, Cal., on Friday, Nov. 21, Ar- 
thur S. Holman, vice-president of the 
National Association of Life Under- 
writers and manager of the life and 
accident department of the Travelers 
in San Francisco, attacked the bank’s 
policy as regards life insurance with 
considerable vigor and called upon the 
life underwriters to organize a vigor- 
ous campaign. 

Holman, who had addressed the Los 
Angeles Association of Life Under- 
writers the day before, said that it had 
come to him from an authoritative 
source that the Bank of America was 
not planning to withdraw from the life 
agency business. In his talk he said 
that the life men were themselves to 
blams for the present conditions and in- 
timated that the methods used by the 
representatives of the bank were re- 
flections upon the business of life un- 
derwriting as a whole. The Stockton 
association organized a committee to 
formulate plans for such a drive and 
adopted resolutions declaring itself to 
be opposed to bank competition. Mr. 
Holman plans to continue his efforts 
to enlist all of the life men, investment 
bankers and other business interests in 
the fight. 
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Skinner and Ray Organized as 
New York General Agency 


Announcement has just been made 
of the formation of the firm of Skinner 
and Ray, New York City, who will be 
general agents for the First National 
Insurance Company of Seattle, in east- 
ern and suburban New York. They 
have also been appointed country-wide 
binding agents for the General and 
the First National, both of Seattle. 
The firm will start writing business as 
of Jan. 1, 1931. 

Fred H. Skinner, of this firm, has 
been binding agent for the Atlas of 
London and the Albany Insurance 
Company for many years and has a 
large acquaintance in the East. 

Coincident with the above, the Atlas 
Assurance Company announce the 
resignation, after 35 years of service, 
of Herbert H. Ray, deputy manager of 
the Atlas and vice-president of the 
Albany Insurance Company, its run- 
ning mate. The resignation is effective 
as of January 1st, when he will become 
the other member of the above firm. 
Mr. Skinner will also continue to act 
as country-wide binding agent for the 
Atlas and Albany. This firm leased part 
of the first floor of 123 William Street, 
New York City. 


Question Liability Limits 
(Concluded from page 31) 


count of any one accident resulting in 
bodily injuries or death to more than 
one person * * * to $10,000.” 
The trial court held as conclusions 
of law that “Section 109 of the Insur- 
ance Law requires that all liability 
policies of insurance shall contain a 
provision insuring such owner against 
the liability for damages for death or 
injuries to person or property; that 
the provisions of Section 109 * * * 
are mandatory and apply to all lia- 
bility policies; that the provisions of 
said contract of insurance providing 
for indemnity ‘on account of any one 
action resulting in bodily injuries or 
death to more than one person shall 
be limited to $10,000’ is in conflict and 
inconsistent with the language, mean- 
ing and intent of Section 109.” 
Attorney General Ward in his brief 
explains the entire history of Section 
109, and describes amendments made 
in it by succeeding legislatures. He 
says that in all the legislative delibera- 
tions “no mention anywhere is made 
of any intent to limit the company’s 
right to prescribe the extent of the 
coverage in the liability policy.” He 
clearly points out that the rates for 
the insurance policy are based, among 
other things, upon the extent of cover- 
age with the full consent and knowl- 
edge of the Insurance Department. 
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Includes $0.57 gain from Mixed Claims Commission. 


3 Annual rate. 


. Current rate. 


d. Includes $12.29 gain from Mixed Claims Commission. 
b. 5000 shares preferred $100 par; 190,000 shares common $35 par. . Includes $18.77 gain from Mixed Claims Commission. 
ec. On common stock; 7 per cent paid on preferred. 

s. Stock dividend. 
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Pilot Life Control Is 
Transferred 
(Concluded from page 7) 


years earlier and at the same time re- 
insured the business of the Greensboro 
Life, at which time the company’s home 
office was moved from Raleigh to 
Greensboro. 

According to its latest statement, the 
company had in force $365,736,258 in- 
surance and last year had a total in- 
come of $13,929,065. The company is 
capitalized at $1,000,000 and its state- 
ment shows slightly more than $2,000,- 
000 surplus. 

The Pilot Life, formerly known as 
the Southern Life and Trust, was or- 
ganized in 1908. According to its lat- 
est statement, the company had in 
force $103,601,105 insurance and last 
year had a total income of $3,731,380. 
The company’s capital is $1,000,000 
and its statement shows a surplus of 
$350,227. 

About three years ago the Jefferson 
Standard acquired a block of stock in 
the Pilot Life, the purchase having 
been made as an investment. It was 
stated this transaction gave rise to per- 
sistent rumors, vigorously denied, that 
the two companies would be merged. 
More recently a very large block of 
stock in the Pilot Life formerly held 
by officers of the company passed into 
the hands of the Richardson interests 
in Greensboro and it was from this 
owner that the Jefferson Standard 
made the purchase which gives that 
company an ownership of over $6,000,- 
000 Pilot Life stock. 

Statements to THE SPECTATOR by 
President Julian Price, of the Jefferson 
Standard, and A. W. McAllister, head 
of the Pilot Life, follow: 


Statement by Julian Price 


“About three years ago the Jeffer- 
son Standard Life Insurance Company 
acquired a substantial interest in the 
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Pilot Life Insurance Company, be- 
cause we considered it a very desir- 
able investment with large possibili- 
ties. For the same reasons we have 
just acquired a still larger block of the 
stock and altogether own a majority. 

“It is our plan and purpose for the 
Pilot Life Insurance Company to con- 
tinue to operate, as it does now, as a 
separate and independent organization 
and at its present location. There can 
be no conflict of interest. On the 
other hand, the Pilot Life’s general 
agency plan and the Jefferson Standard 
branch office plan of operation will ad- 
mirably supplement one another. I 
confidently expect both companies to 
achieve bigger and better things and 
to become a larger and larger factor 
in the development of North Carolina.” 


Statement by A. W. McAllister 


“The Jefferson Standard Life Insur- 
ance Company has just purchased a 
large block of stock of the Pilot Life 
Insurance Company, which, added to 
the stock already held by them, makes 
them owners of a majority of the stock 
of the company. I am assured by the 
executives of the Jefferson Standard 
Life Insurance Company that they 
have purchased this stock because of 
its desirability as an investment (and 
that they have no other than a pur- 
pose of the utmost friendliness toward 
the Pilot Life Insurance Company). 
I am assured further that it is their 
desire and intention that the Pilot Life 
Insurance Company shall continue to 
operate as a separate and independent 
erganization at its present location, 
and in line with that policy they have 
expressed a desire that I continue as 
president of the company. 

“With the strong backing of the Jef- 
ferson Standard Life Insurance Com- 
pany, the Pilot Life has much to gain 
from this arrangement, and the re- 
sults should be highly satisfactory to 
all the interests that are affected by 
this alliance. I expect to give to these 
allied interests all the cooperation and 
loyalty of which I am capable, and de- 
sire to bespeak for them the cordial 
support of the entire Pilot family, in- 
cluding stockholders, home office staff, 
agents and that considerable part of 
the public whose friendship and good 
will have been the cherished posses- 
sions of the Pilot Life Insurance Com- 


pany.” 


Opens New State Headquarters 
for Alabama Agency 


BIRMINGHAM, ALA., Dec. 3.—The 
Guaranty Income Life of Baton Rouge, 
which recently qualified to do business 
in Alabama, has opened State head- 
quarters in the Bell Building, Mont- 
gomery, with G. B. Reynolds and H. 
Ellsworth as general agents. 
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Old Age Pension Bill for 


Indiana 
(Concluded from page 7) 


by the county and State. The system 
will be administered by the board of 
county commissioners with the county 
auditor acting as clerk. It is provided 
that where a pensioner owns property, 
the commissioners can take it over 
and handle it with a view to reimburs- 
ing public funds to the amount of pen- 
sions paid, plus 3 per cent interest in 
event of the pensioner’s death or ces- 
sation of pension payments. As a safe- 
guard against fraud in connection with 
the bill, a penalty of fine not exceeding 
$500 or imprisonment not to exceed 
one year is provided for offenders. 


Incorporated in Alabama 


BIRMINGHAM, ALA., Dec. 3.—The 
Sterling National Life, of Silver Hill, 
Ala., has filed incorporation papers 
with the Secretary of State. Capital 
stock is listed at $150,000, paid in. 
The company proposes to begin to 
operate in Baldwin County, Ala. In- 
corporators are Dr. O. F. E. Winberg, 
Emilie and A. N. Hayselden, Agnes 
Utter, Elvera Armstrong, E. T. Teter, 
L. A. Magney and Carl A. Swanstrom. 


New Group Contract 


Employees of F. E. Wood, box shook 
manufacturer, East Baldwin, Me., are 
participating in the benefits of life, 
health and non-occupational accident 
insurance, through contract recently 
made by their employer with the Met- 
ropolitan Life Insurance Co. 

A feature of the double coverage 
program is the cooperative method of 
paying premiums. In the main bloc of 
subscribing employees, each receives 
$1,000 life insurance and sick and ac- 
cident benefits of $10 a week. 


Insurance 


Company 
Stocks 


Inquiries Invited 


ARTHUR ATKINS & CO. 
149 Broadway 


New York 
Barclay 4815 
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Prominent Agents and Actuarial Actuarial 
Brokers 
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LEON IRWIN & CO.,Inc., New Orleans, La. J. H. OPROURKE, Jr. 
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EDWARD B. FACKLER WILLIAM BREIBY ’ ————————— 
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ALEXANDER C. GOOD 


Consulting Actuaries 
Audits Calculations Consultants ERSTON 7 MARSHALL 

Examinations Valuations 
25 CHURCH STREET NEW YORK CONSULTING ACTUARY Consulting Actuary 
“TT 807 Paul Brown Bldg. 


301 Iowa Building St. Louis, Mo. 
DES MOINES, IOWA . and 800 Securities Bldg., Kansas City, Mo. 
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